







Vol. CXXIX, No. 4 
January 15, 1946 


BOOT and SHOE 


ecor 


NATIONAL VOICE OF THE TRADE 











THE 
NEW VEAR 


Clecitatos an 
old favorite 





Bach succeeding year adds new luster 
to the reputation of Tandrite Calf. 


Stepping into 1946, the makers of 
America’s finer shoes underscore their 
long-continued preference for the impec- 
cable beauty of Tandrite... result of 
its unmatched attainments in Quality, 
Color and Finish. 
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A stand-out backless spectator 
pump with eye-snaring 
extension sole and definitely 
distinctive white stitching. By 
JOHANSEN BROS. SHOE CO., Inc. 
St. Louis, Mo. 
Tandrite Calf, No. 594, Blue. 


E. HUBSCHMAN & SONS, INC. © PHILADELPHIA, PA. 


Gree ERI RB aM 





a rr ne ae ae eee 


BOOT AND SHOE 


RECORDER 


JANUARY 


Lice of the Trade 


SECRETARY OF COMMERCE, 
Henry A. Wallace, spoke before the 
National Association of Manufactur- 
ers’ and said: 

“The long-run solution to our 
problem lies in the direction of seek- 
ing profits through mass production 
and mass consumption. In that way 
we shall be able to achieve our basic 
objective of increased sales and sus- 
tained employment. Enormous 
stakes are involved in the wide- 
spread recognition and successful 





working out of this principle. It is 
doubtful that our form of economic 
organization can survive such re- 
peated shocks of depression as we 
experienced in the 1930's. 

“The key to the problem of sus- 
tained high levels of production, 
employment, and sales may well be 
the key to the preservation of our 
free enterprise system and our eco- 
nomic liberties as we know them. 
Our free enterprise system which 
has produced a higher standard of 
living for the American people than 
any ever achieved by any people 
through any other system must be 
preserved. I am convinced that it 
can be preserved. But it will require 
the cooperation of all elements of 
our economy and a high order of 
statesmanship on the part of busi- 
ness, labor and Government leaders. 
We cannot afford to sell the Amer- 
ican system of free enterprise short 
with short-sighted policies and ac- 
tions based on short-run considera- 
tions. I believe you will agree with 
me that no conceivable immediate 
gain is worth such a price. 
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“Moving ahead vigorously now 
may involve some risks; it can also 
bring very great gains. ,There are 
outstanding historical examples in 
American industry of courage and 
vision by management in risking 
capital for the sake of mass produc- 
tion economies foreseeable only in 
the future. Capital today is in a 
good position to take such risks. La- 
bor is in a good position to supply 
the cooperation that is vital for the 
expanded industrial production 
which is essential to a higher stand- 
ard of living. And the nation as a 
whole will expect nothing less of all 
of us than that we do our level best 
to follow and preserve the tradi- 
tional American pattern. We can- 
not afford to fritter away our na- 
tional assets and undermine our 
free enterprise system by short- 
sighted and selfish conduct on the 
part of any element of our economy. 








We can have full production and 
full employment on a sustained 
basis. You gentlemen, as the man- 
agers of our outstanding industrial 
enterprises, must lead the way. Gov- 
ernment can help to provide a favor- 
able climate and can protect the 
economy against disastrous decline. 
The real task is in your hands. The 
initiative is yours.” 


* a oa 


W. H. BURCHFIELD, president of 
the Joseph Horne Company, Pitts- 
burgh, Pa., says: 

“We approach 1946 with some 
concern about satisfactory inven- 
tories. Consumers, not too familiar 


with production problems, are show- 
ing disappointment at the slow re- 
turn of out-of-market products and 
those that are regularly in short 
supply. The new year will afford 
many opportunities to restore and 
enhance services which the necessi- 


ties of war circumscribed.” 
eo * * 


LIEUTENANT A. B. FINCH, of 
the 75th Fighter Squadron, 23d 
Group, U. S. Army Air Forces, now 
stationed in China, recently wrote 


his former bunkie, Captain Gordon 
Scott, Jr., son of Recorper’s vice- 
president and New England mana- 
ger, as follows: 

“Your Dad will be interested to 
know that I saw my first copy of 
Boot anp SHOE Recorper the other 
day. This ancient issue belongs to a 
peddler who sells shoe laces, polish 
and other odds and ends in front of 
the compound. Each day he pedals 
out on his bicycle, sets up his stand 
and sells anything from half soles 
for home repair to cast-off Wilkie 
buttons. But he won’t part with his 
Recorper for love nor money. Says 
he needs it in his business.” 

Clever people, these Chinese! 


E. P. SIMMONS, president of San- 
ger Brothers, Inc., Dallas, Texas, 
says: 

“Retail sales for 1945 set a new 
high record and profits before Fed- 
eral taxes will be the largest in re- 
tail history. However, 1946 sales 
volume promises to substantially ex- 
ceed 1945 and retail net profits are 
expected to far exceed the 1945 fig- 





ures. Therefore, unless there is some 
unforeseeable happening, which by 
no stretch of imagination can be 
counted as probable at this time, 
1946 will be the peak in retailing 


for many years.” 





~ PLEASE HELP! 


—We are indebted to H. A. Hopf, 
of the Hopf Institute of Manage- 
ment for the following verse: 
Those pinching shoes, those shiny pants 
That old-but-stil suit, 

The socks that shrank, the coat too snug, 
That dress no longer cute... 

These very things would bring delight 
To many refugees; 

So, why not pack them up today 
For sending overseas? 

—Here's a chance to be patriotic 
even though the war has ended. 

—The Victory Clothing Collection 
for Overseas Relief is a nation- 
wide effort inaugurated by Presi- 
dent Truman to collect one hun- 
dred million garments, with addi- 
tional shoes and bedding for dis- 
tribution to war victims in Europe, 
the Philippines, and China. 

—The terrible Four Horsemen— 
War, Hunger. Disease and Death 
—aore driving their ruthless 
hooves deep into the war-torn 
countries throughout the world. 

—Millions upon millions of men, wo- 
men and children—especially the 
children — are in dire need of 
clothing, no matter how worn it 
may be so long as it is warm. A 
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go throug 


attics and chests again 


your 
their 


NRRA will ship your clothi 
gifts overseas. Get in touch wi 
your nearest UNRRA Committee. 





DELOS WALKER, vice-president of 
R. H. Macy & Co., Inc., New York 
City, says: 

“It appears obvious that some 
time in 1946 business is going to 
develop at a very rapid and bene- 
ficial rate. At the moment, however, 
the outlook is so mixed and uncer- 
tain with regard to all factors which 
can bring about a healthy condition 
instead of an unhealthy one that no 
one can easily forecast the course of 
events. Until we know what quick 
constructive adjustments are to be 
achieved with respect to labor, pro- 
duction, prices and price control 
and decontrol, we are of necessity in 
a considerable fog. This much can 
be said with certainty—that full 
seizure of all the opportunities 
ahead lies in full production and 


employment.” 
o * o 


P. A. O'CONNELL, president of 
E. T. Slattery Company, Boston, 
Mass., says: 

“The outlook for 1946 depends, 
in a large measure, upon reconver- 
sion and production of the needed 
wanted merchandise. In 1940 the 
average family income was about 
$25 a week, while in 1945 it was 
about $50 a week. In 1929 we pro- 
duced about $100,000,000,000 of 
goods and services, while in 1945 we 
produced close to $200,000,000,000. 
If we can produce as much in 1946 
and maintain the high level of wages 
that existed in 1945 we should have 
a great purchasing power that will 
bring us a minimum increase of 5 
per cent over and above that of 
1945.” 


GRAHAM 
YUNTER, 


JOHN J. MOORE, owner of the 
Parmelee Shoe Shop, Rochester, 
N. Y., says: 

“The greatest need of the retail 
shoe business at the present time is 
for salespeople who are thoroughly 
qualified to fit shoes, as they are to 
sell them. Nothing can be more im- 


of 


portant than proper fitting; because 
the health of people depends upon 
wearing shoes that do fit. 

“Sometimes we see children of 
three or four years with corns and 
bunions, entirely due to the fact that 
they had been wearing shoes that 
were improperly fitted. 

“Good salesmanship is an asset 
in a retail shoe store, but salesman- 
ship is really good only when it is 
used to sell the right shoes to the 
right person; when it is used to in- 
duce customers NOT to buy the 
wrong shoes. Being able to fit shoes 
properly should be the first require- 
ment of a retail shoe sales person. 
Better lose a sale than to sell shoes 
which do not fit. 

“Now is a good time for those 
who sell shoes to study and become 
better qualified in this exacting pro- 
fession of fitting shoes so that they 
will be a benefit, instead of a detri- 
ment, to the health and happiness 


of the wearer.” 


“In case you have a sixth child, ask us about our wholesale rate.” 
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Need for a Loné Range View 


ANYONE who attempted to do a bit of Christmas shop- 
ping in the recent holiday season was quickly brought 
to a realization of the length and breadth of existing 
merchandise shortages, which apparently extend, in 
some degree, to most of the things that people need and 
wish to buy for personal or household use. The shoe 
merchant has long known from his own experience that 
the situation isn’t funny when many people have to 
tramp from store to store looking for a pair of shoes to 
fit them, and when shelves are practically bare of rubber 
footwear at the precise season of the year when rubbers 
and arctics are at peak demand. 

Were it not for the serious personal inconveniences 
caused to thousands of customers, one might argue that 
it is a healthy state for business, at this stage of the de- 
mobilization of our armed services and when recon- 
version of industry to peacetime production is nearing 
completion, to start the year with such a substantial 
backlog of consumer demand for all sorts of goods. 
But a nation cannot live on its unsatisfied needs, any 
more than a business can profit from its backlog of un- 
filled orders. Profits are earned and wages are paid 
through the process of producing and distributing useful 
things to supply consumers’ needs. Thus by a continu- 
ing process of production, distribution and consump- 
tion, new goods are created and carried to those who 
need them, markets are maintained, profits and wages 
are earned to finance industry and consumption, and 
these same profits and wages provide the purchasing 
power to keep the process going. 

The value of the vast reserves of purchasing power 
that exist in America today may lie mainly in the fact 
that they offer industry and labor a chance to gain a 
head start toward real prosperity before the supply of 
goods catches up, as eventually it must, with accumu- 
lated demand. Right now industry and labor have a 
breathing spell, in which to do some straight thinking 
and decide what course they are to pursue. That oppor- 
tunity ought not to be wasted in fruitless argument and 
bickering, meanwhile permitting the momentum of 
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industry and production to slacken and slow down. 

It would be far better if the thought and energy that 
is now being consumed in labor disputes, to say nothing 
of time lost in actual strikes and work stoppages, could 
be devoted to intelligent and intensive planning for 
future sales promotion. Perhaps it seems a little foolish 
to devote much concern to selling problems, when the 
main headache is how to obtain merchandise to sell. 
But every thinking man in business knows the present 
boom can’t last forever, and the surest way to shorten 
the period of prosperity is to grow careless and in- 
efficient in advertising, in merchandise display, in sales- 
manship at the fitting stool. For they provide the forced 
draft that can keep the fires of business burning briskly 
and the machine running at top speed. 

Some business men say, “Why worry about sales pro- 
motion when you couldn’t handle more business if you 
had it?” That’s a short-sighted view. Who knows how 
long business will continue at its present pace, or how 
soon more merchandise will be available? Modern mass 
production can accomplish wonders, once it gets started, 
as was abundantly proved in the war emergency. The 
biggest problem business has to face in this breathing 
spell, while consumers, with pockets lined with cash, are 
still clamoring for merchandise, is to match the pro- 
ductive genius it already has attained with scientific 
sales methods that will persuade merchants and con- 
sumers to take the products factories can produce, once 
they really get going. 

Industry as a whole may not benefit greatly from the 
kind of advertising or sales promotion that increases the 
sales of one firm at the expense of a competitor, but a 
well-planned program that aims to reach simultaneously 
the consumer, the retail merchant and the shoe fitter at 
the point of sale can stimulate shoe purchases in sea- 
sons when they have tended to ease off, and by so doing 
help the industry realize the Balanced Program for 
Shoes. This objective, which seeks to increase per capita 
consumption and put shoe sales on a new and higher 
level, must be realized through promotion if the indus- 
try is to avoid a setback later on. And time is short. 
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Promoted by Saks-Fifth Aves ce 
nue as the “Perambulétor, 
a Julianelli’s design, slits 
little shoe has ‘far+ 

ing influg 


2. “ if Nas 8 ee 
pattern suggests the 
ballet shoes but with 
a vamp treatment in the 
always popular mocca- Appearing almost simultane 
sin effect with open Ves, ously with the “Perambule 
oe. From Rice O'Neill. tr tor,” much copied “Shank's 

Mare” has become a peren- 
nial favorite with school and 
_ college girls. From I. Miller. 


Left—Looking ahead to in- 
creased demand for low heel, 
closed shoes, this pattern 
turns to the child's dancing 
pump for inspiration. A 
Paradise from Brauer. 














One of the Most Striking Developments of Recent Years, the Low Heel 
Style Shoe Is O ting Its Stridé!™in.Closed Patterps Origi- 





J r”, It Is Receiving Fresh Im 
farough the Current Vogue for 
ypes for Street Wear. 













by ELEANOR RUTLEDGE 


“tots Ciba. 








Right above—A 
ing influence on 
shoes, the genuine we 
slipper. One of i from | gute a 
Prima Theatrical CoP 




















One of the newest developments 
of the ballet, a welt shoe on ex- 
tension sole with contrast stitch- 
ing. Swagger and Youthful. A 
Casual Classics from Marshall. 
Meadows & Stewart. 















“Femember, by taking the two-tone 

market. Following this shoe came 
t, low heel, closed shoe with the gypsy 

own as the “Jester,” and then, a little later, 

ther manufacturer introduced the version that be- 

i eame so famous as “Shank’s Mare.” 

al Practically simultaneously with this shoe came the 


this style, as 


~&F oF > 







se “Perambulator” and from this style have stemmed many 

- Pr ah of the recent adaptations of the ballet shell to street 

tere shoes. Probably the most important influence right now 

HEN a style trendbegins to take on the propor- in this whole trend toward more low heel, closed-up pat- 





tions of this swing to very low heels and closed patterns, terns is the ballet shoe, although there are other pat- 
it seems time to give it some careful consideration. If terns and treatments on the market to show that this 
6 want to be historical we shall have to look back to trend is stronger than just the vogue for ballet types. 

“the beginning of the great popularity of the Norwegian Like any important trend this one is developing slow- 
moccasin. The war speeded up the growing demand for [TURN TO PAGE 101, PLEASE] 
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This Spring . 


A FREEDOM Silhouette # 


Full, Flowing Lines Is New Fashion Trend. Simplicity 


of Style That Is Dramatically Feminine Without the 
Use of Elaborate Ornamentation Is Preferred. 


A tropical fantasy, this vividly printed cuff turban 
is important Spring trend. By Hattie Carnegie. 


i birth of a new silhouette during the 
Fall of 1945 gave impetus to every fashion industry to 
go full speed ahead (within WPB limits) in creating a 
spirit of freedom and softness in clothes. Tailored re- 
straints of the war years have bowed out to make room 
for graceful curves and gentle gathers. Skirts are full, 
giving ease to motion, waists are nipped in, accenting 
slimness, throat lines are high, with the “wrapped-up” 
look, and sleeves have once again claimed their place as 
centers of fashion interest. 

Spring costumes will have all these features, only more 
so—more roundness, more fullness, more grace and free- 
dom. The accent this year will be on femininity, to charm 
the returning veteran who is tired of anything smacking 
of a uniform, And yet this new femininity does not 
resort to the old tricks of frou-frous, elaborate ornamen- 

[TURN TO PAGE 75, PLEASE] 


by BETH HOLLINGER 


Below, top to bottom: 
Low heel comfort in red calf sling with curving vamp lines and 


open shank. A Rhythm Step by Johnson, Stephens & Shinkle. © 


Simplicity of line gives dramatic momentum to unadorned 
sling pump whose graceful silhouette and high platform are 
important style features. A Styl-Eez by Selby. 


The flowing, curving, Spring-like freedom of readyto-wear fash- 
ions echoed in opened-up vamp of shoe by Tweedie Footwear. 
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Short bolero jacket opens to reveal a splash- 
print blouse. Note sleeve cuff of same print 
and new button interest in this Eisenberg dress. 


Softness and draping of this gray Forstmann 
flannel suit make it a true harbinger of Spring. 
Winglike sleeves and boxy jacket give freedom. 


Left, top to bottom: 
Color contrast and decorative nailheads give Spring zest and 
interest to reptile low-heeled wedge shoe by Mel Preston. 


Asymmetric lines are dramatic feature of the coming season 
silhouette glamour on high wedge by Illing of California. 


Multicolor, a favorite Spring fashion, high-styled in asymmetric 
banded sandal. A Peacock model by Boyd Welsh. 


Curved lines dominate 
fashion picture even in 
the popular Spring fur 
jackets. A Fromm Silvré 
Mink sling cape. 





(rooming Shoes for 


Job No. 1, in preparing shoes for the window, is to iron 


out the wrinkles which may appear in the lace stays. 


For this, Mr. Olsher uses the handle of a pair of pliers. 


The button hook has not vet outlived its usefulness. In 
this picture, Mr. Olsher is shown using a button hook 
to draw the shoe laces tight before tying them. 


THERE is more to window trimming than the mere act of 
placing shoes properly on attractive fixtures before a color- 
ful background. The shoes themselves must be at their 
best, and grooming them for the part they are to play in 
the merchandising drama involves more work than one 
would imagine—work which must be done before the 
trim can be started and which may be done two or even 
three days in advance of the date on which the trim is to 
be installed. 

For these illustrations of the major steps to be taken with 
each pair of window shoes, Boot anp SHor RecorpER’s 
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the Window 


ss 


Then, No. 2, comes a trial fitting of the tree to make 
sure that the proper one has been selected. With that 
determined, the lacing operation can then be begun. 


Even before tying, however, there is more to be done. 
Each eyelet, slightly humped up by’ the lacing process, 
is hammered flat with the ever-present pliers. 


candid cameraman went to Harlem where, at the corner 
of Eighth Avenue and 125th Street, a new Florsheim store 
was recently opened under the ownership of I. Steinhouse, 
who also has three other Florsheim stores in metropolitan 
New York, and whose window trim expert is Murray 
Olsher, free lance, some of whose theories were discussed 
under the heading “Sales Appeal in Christmas Window”— 

issue of December 1. 
A practical perfectionist, Mr. Olsher feels strongly that 
[TURN TO PAGE 72, PLEASE] 
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A Lesson in Pictures on How to Prepare Footwear for Display from the Time 
It Leaves the Carton until It Is Ready to Take Its Place on the Fixture 
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With tree removed, good grade laces are then drawn In Operation No. 4, the tree is inserted and the tongue 
through the eyelets. As shown above, the laces are left pulled tight with pliers. This is particularly important 
loose to permit insertion of tree a little later. in shoes which have kid tongues which wrinkle easily. 
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Above: The final step. With shoe held at 
the heel base with the left hand, the top of 
the shoe is ironed with pliers to make 
it hug the shoe tree firmly and evenly. 


Above Right: Accessories form the principal 
feature of this display centered about « glass 

table with plastic legs at the Madison-Flor- 
sheim Store, on 125th Street, New York. > 


Right: Accent on suedes with leather and ») hae “*, “ 
hose accessories in what Murray Osher calls 4 ; re! mS 
a typical shoe merchandising window. " 





Exterior of The Children’s Bootery is most attractive, has a brilliant sign which 
draws attention to the store, particularly at night. 


A RETAILER Views the CHILDREN’S 
SHOE BUSINESS... 


by HARRY GLUCKMAN, 
The Children's Bootery, 
Beverly Hills, California 


“EVERYBODY wants to get into 
the act” of retailing children’s shoes, 
to borrow Jimmy Durante’s famous 
line. Here is one small retailer who 
dares to stick his neck out, in an en- 
deavor to help others see the pres- 
ent children’s shoe situation as he 
analyzes it. 

The tremendous shortage of chil- 
dren’s better grade shoes, coupled 
with an abnormal demand the past 
four years, have created an illusion 
so great that everybody wants to 
get into the children’s shoe business 
without going very far below the 
surface of evident facts. 
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It will undoubtedly be one to two 
years before a store established for 
a period of years can possibly hope 
for recognized suppliers to replen- 
ish present stock to adequate levels. 
So far as can be determined, all 
children’s departments and stores 
for the past four years have been 
operating with a 20 to 30 per cent 
supply of their established brands 
of shoes. Manufacturers of these 
shoes have helped build the identi- 
ties of the individual stores by fea- 
turing their branded names in na- 
tion-wide advertising. Patrons know 
these brands as substantial high- 


Store manager Milton Hexter checks 
off sizes and pulls out shoes re- 
served for regular customers. 
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Part of the interior, showing nursery rhymes hand-painted on the walls. In the rear, Mr. 
Gluckman, proprietor of the store, right, talks to Recorder’s Harry R. Terhune. 


The Proprietor of The Children's Bootery in Beverly 
Hills, California, Explains How His Store Is Dealing 
with the Problem of an Estimated 40 Per Cent Drop 
in Traffic Caused by Loss of Wartime Customers. 


grade shoes; merchants also know 
the brands for similar reasons. It is 
plain that no merchant wants «or 
cares to experiment with unknown 

brands or shoes of lesser quality. 
So, with nowhere near a com- 
plete stock of basic shoes, let alone 
an evenly balanced stock, or a few 
fancy styles to sweeten the stock, 
children’s shoe stocks are far from 

adequate for normal operation. 
What is considered an adequate 
[TURN TO PAGE 92, PLEASE] 


crew 
in condition for store patrons. 
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HE barring of all color contrasts in shoes was one 

of the most sobering influences in wartime shoe 
styling. With all but staple colors forbidden, the 
only prospect for a little lightness and gaiety would 
have been in touches of contrasting color, in pipings, 
stitchings, underlays and overlays. But these were all 
out of the picture during the reign of M-217. Even the 
two-tone spectator, Summer classic, was not permitted. 
As a result of these restrictions, the return of these 
forbidden fruits was a cause for great rejoicing. There 
is another reason why the style-minded manufacturer, 
who can. afford the extra time and labor needed, has 
added such attractive touches as contrasting pipings, 
bindings and ornament linings and underlays; multi- 
color decorative stitchings; and platform soles covered 





in a contrast color; nailhead or jewel - trimmed. 

Although the shoes with. contrasting color are a note- 
worthy addition to Spring lines, we should not over- 
emphasize their importance. Under present production 
conditions not too many of them can be made. Their 
presence in the lines is, however, something of which 
to make definite note. Even if a merchant does not 
feel that he can include them in his season’s orders . . . 
aside from the two-tone spectator which occupies a 
unique position . . . he will be able to re-educate his 
eye again to the possibilities in this type of trimming 
and be ready to include them in his stocks as soon as 
he has a freer hand to buy as he wishes. Treatments of 
this kind may be among the prettiest and most feminine 
that a shoe manufacturer can offer. 





Striking use of multicolor on this leather shoe 
with eyelets embroidered in red, green and 
blue and platform covered in areas of same 
colors. From Peacock line of Boyd-Welsh. 
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Tailored sling pump with classic lines has fresh 

new look in red with white underlay around 

collar. Note feminine lines of this classic pump. 
From Keith, Keith & McCain. 
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STYLED For Both 
Sides Of The Border - 


Right: The new soft silhouette gains elegant simplicity in 
this frock of printed jersey with serape scarf. Ballerino. 


Abs i V/ 


Below: Colorful “south of the border” print in this exotic 
high clog sandal on thick peasant heel. From Ferncraft. 
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Goon NEIGHBOR relations are finding expression 
in many different forms. With very direct appeal to 
women is an interchange of fashions represented in the . 
current Calexico Colorama Fashions, a collection of 
resort clothes and accessories. Mexican-inspired, but 
designed and made by a group of 17 leading California 
manufacturers in a series of “south of the border” 
prints. One of these prints is shown here used in a 
dress and in a shoe; another appears in matching hat 
and dress. [TURN TO PAGE 76, PLEASE] 


Right: Mexican-inspired draped turban, by Keneth Hopkins, 
with high comb effect, in a vibrant “south of the border” 
printed rayon trico jersey for resort and Summer wear. 


All clothes, including the shoe, part of the 
Calexico Colorama Fashions by Air collection. 





View of the Co-Ed Shop from the foot of the entrance stairway. 


Notice how the 


pennants on the walls, the easy chairs, contribute to an atmosphere of cosy comfort. 


Informal Atmosph 


Swope Shoe Company in St. Louis Has 
Opened a Department Directed to a 
Specific Clientele, and Has Chosen Its 
Merchandise and Decor with an Eye to 
the Likes and Needs of This Group. 


A NEW wrinkle in shoe merchan- 
dising, directed at a specific, limited 
class of customers, is being devel- 
oped successfully by the Swope 
Shoe Company of St. Louis. 

The Swope store consists of a 
main, street-level section carrying a 
wide assortment of women’s styles, 
and a large, well furnished down- 
stairs room where men’s shoes for- 
merly were sold. The latter space 
now has been converted to a “col- 
lege girl’s room” idea. 

It was a combination of experi- 
ence and desire to experiment which 
decided Meade McCain, company 
president, to make the change. Ex- 


perience had shown that men are 
reluctant to_go into a men’s shop 
when they must pass through a 
women’s department to reach it. 
And when physical layout offers the 
slightest chance of their going 
astray, they are likely to leave in- 
stead of going as directed by a 
clerk. 

So the former men’s den became 
a Co-Ed Shop, designed to attract 
girls of high school and college age. 
The transformation was complete, 
though comparatively inexpensive. 
Mr. McCain called in a decorator 
specializing in residential rather 
than commercial interiors, and the 


ere In New 
Co-Ed Shoe Shop 


renovation was blueprinted and 
finished in a month. Little new 
material was required. 

Walnut business-type chairs were 
painted white and upholstered in a 
moderate pink, the tan carpeting 
was dyed a deep turquoise, the ceil- 
ing was done in white and the walls 
in pink and white, the end of the 
room containing a massive glazed 
fireplace became a wall of mirrors. 
two love seats slipcovered in water- 
melon print were installed, and a 
circular glass display pedestal was 
placed near the stair entrance. 
Everywhere samples are within eas) 
reach for examination. 

The final product is an atmos- 
phere of cozy informality, abetted 
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No Maam... thats not Crosby 
uethat$ the TRIMEOOT man / 


Yes, everywhere he goes, the Trim- 
foot man gets a movie star’s wel- 
come, for it’s the Trimfoot man who 
shows you how to make more 
money in your shoe department... 
up your sales volume month after 
month... and how to put extra 
money into shoe-fitters’ pay envel- 
opes every week. 


RECOGNIZE THE TRIMFOOT MAN 


by the dollar bill in his breast pocket. 
Write today and let him give you 
valuable information. 


APPLIANCE 
PRODUCTS 
DIVISION 


TRIMFOOT COMPANY e TRIMFOOT TERRACE « FARMINGTON, MISSOURI, U. S. A. 


Januory 15, 1946 
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FOR Mrs., Miss 
AND LITTLE Sis / 


VC LAZY = BOWES 


Rea. U.S. Pot. Off. 


AND HERE IS HOW THEY MASSAGE THE FEET 


ee ¢ 


With each step the 
blood vessels and foot 
tissues are invigorated 
by this gentle massaging 
action. Note that when 
the heel contacts the 
floor or pavement (I) 
the sole is still 3 inch 
above this level. 


This sole is about to con- 
tact the pavement (2) 
the heel meanwhile com- 
fortably carrying the 
weight of the body. A 
popular - height modish 
leather heel with a rub- 
ber lift which absorbs 


the impact. 


Both heel and sole have 
contacted the pavement 
(3). Simultaneously there 
is a gentle UPward 


movement of the shank 
which massages the 
arch. On every step this 
operation is repeated 
and is equally refreshing. 


ae enti ae af oelCUCL SU Corelle olUCUemelC alUCU MA lCUlCUCUlUe Ce 


se es — «> 


La Z ; ma BUNES are designed for a purpose . . . to provide walking comfort and develop 


healthy, normal feet. They are constructed in such a manner that with little effort, your customer's 
feet are exercised and kept healthy. What’s more, they have smart style. Stimulating to tired feet, 
walking becomes fun and not work. 


62 Boot and Shoe Recorder 








EARLY REQUEST FOR 
PATENT IN NEW YORK 


THE holiday period took some of the 
pressure off much dwindled stocks in 
New York, but there doesn’t seem to 
be any indication that the normal 
state of more demand than supply 
will abate. 

There have been early requests for 
patent leather shoes, but the supply 
is very limited as yet. Some retail- 
ers feel that plastic patents will have 
popularity this Spring and will help 
relieve the shortage in the leather 
patents, but others resist the tempta- 
tion in favor of the genuine, believ- 
ing that rationing is still too vividly 
remembered to offer anything but the 
“real stuff.” 

The shortage of rubbers, galoshes, 
and boots is the most acute of the 
industry, in men’s stores as well as 
women’s, There are practically none 
to be had in New York. The last 
snowstorm brought hundreds of har- 
ried consumers to the stores in search 
of protective footwear, but they were 
invariably turned away by repeated 
signs on the doors saying there were 
none in stock. One explanation ad- 
vanced is that shipments of rubbers 
were made by manufacturers very 
early in the year, and a good part of 
the stock was used up in the Summer 
and Fall months when consumers de- 
cided to buy early in order not to 
be caught unshod for rain and snow 
as they were last year. And the early 
Winter here completely sold out the 
remaining supply. One Fifth Ave- 
nue store manager also reported a 
terrific run on ponyskin boots, and 
he predicted that should he get 
another shipment soon, it would prob- 
ably be gone within a very short time. 

Men’s stocks are reported to be 
extremely low. There has been a 
large call for brogue types of shoes, 
and the plain toe military type is 
going exceptionally well too. 

9: 0:6 


NO LET-DOWN IN 
LOS ANGELES DEMAND 


Up to the first of the year, there was 
apparently no let-down in the demard 
for the better grades of shoes in all 
categories in Los Angeles. This was 
especially true in those stores located 
in the sections where the majority of 
customers are classed as wage earn- 
ers. Popular priced chain and inde- 
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pendent stores feel that the customers 
lost during the past few years be- 
cause of shoe rationing and inflated 
pay envelopes have not returned to 
their previous habit of buying mod- 
erate priced shoes. 

Some of the stores operating over 
a wide price range have decided to 
eliminate their lower priced lines. 
For the most part this means shoes 
retailing around the $5 mark. This 
action is caused by two factors—the 
lessening of sales interest in this 
grade, plus a decided feeling among 
buyers that factories in many cases 
have reshuffled their lines so that the 
consumer is required to pay far more 
than is warranted by the quality of 
the product. 

From watching customers in all 
types of retail shoe stores, it is evi- 
dent that the great majority is inter- 
ested in buying quality. Whether 
they are paying $5, $10 or $20 for 
their shoes, they are looking and ask- 
ing for the quality attributes of their 
selections. While money is fairly 
easy, when it comes to buying shoes 
consumers are really interested in 
getting their money’s worth. 

Dealers show a marked range of 
feeling over the proposed saddling 
of a 4.5 per cent price advance on 
them, a price which they must absorb 
themselves. They have figured that 








“Polished apples of our eye.” sald 
Jenny of Cincinnati, O., describing 
thelr 


polished calfskin sling pumps. 








this means a reduction of their net 
profits of 2.5 per cent. With stocks 
from 50 to 65 per cent of normal, 
many of the big time buyers are 
worried over the proposal. Smaller 
operators have been making more 
money in their stores than they ever 
hoped to make and are not giving the 
matter any consideration. 

The majority of. buyers have been 
operating on a short mark-up pro- 
gram. As has been the habit in the 
trade, retail prices have been set at 
established prices, with a five cent 
ending to prices which are other than 
the even dollar mark. Now it is pro- 
posed to let the pennies fall where- 
ever they come, as these extra pennies 
will help in maintaining as profitable 
an operation as possible. This means 
that customers will be asked to pay 
prices like $8.93 or $11.36 for their 
shoes. The bad feature of this is that 
salesmen on the floor may make many 
retail price mistakes, because of the 
multiplicity of retail prices. 

* * #*# 


BOSTON JANUARY SALES 
BETTER THAN ‘45 


RETAIL shoe merchants in Boston 
and vicinity report post-Christmas 
business better than that of last year 
despite storms and the December 31 
closing of all stores in order to give 
management and salespeople a much- 
needed, three-day rest. These same 
merchants, however, add that they ex- 
pect to operate from now until prob- 
ably March 1 on the lowest inventories 
of any time during the war years. 

With few exceptions, shoe deliveries 
have reached an all-time low, though 
specialty stores catering to customers 
planning to spend the remainder of 
the Winter in the South have been 
able to get enough play, casual and 
beach shoes to risk showing them in 
their windows with sports attire. 

Formal evening footwear is little in 
evidence, though the Arlace store on 
Tremont Street features two styles 
with uppers of transparent plastic— 
one with gold heel and platform sole; 
the other with silver trim. Both are 
strap models with open toes and sling- 
back quarters. 

Another novelty, featured by E. W. 
Burt and Co., West Street, are shoes 
with vamps in a checker-board pat- 
tern of contrasting squares. One style 








Lerten ¢ de Meledd Trade 


is red and black; another is all brown, 
the contrast being achieved by the 
use of suede and smooth leather. Both 
are six-eyelet oxfords with open toes 
and modified sling backs. 

By and large, however, colors are 
mostly either black or brown, with 
the former predominating. The Thay- 
er, McNeil Co. store is pushing style- 
ful yet substantial-looking walking ox- 
fords in both these colors in plain 
toes with a circular vamp pattern; in 
mudguard types; and moccasin fore- 
parts. 

High-grade novelties include black 
reptile shoes with platform soles car- 
tying silver ornaments at I. Miller’s 
Guild House; and brown, smooth- 
leather pumps with the toe opening 
cut on the bias at the store of 
Chandler & Company. 

The A. S. Beck store, nearby, re- 


cently introduced a pattern in which 
the edge of the toe opening was 
scalloped, instead of being cut in a 
straight line. 


a 


PROTECTIVE FOOTWEAR 
SCARCE IN CHICAGO 


S another year of phenomenal re- 
tailing draws to a close there is many 
a Chicago shoe merchant who eyes 
1946 with some foreboding. While 
all seem to agree that the completed 
year will doubtless show a satisfac- 
tory picture, yet they believe the early 
months will be difficult from the 
merchandising angle. Stocks have 
never been so low, and this applies 
to practically all types of footwear. 
With the arrival of heavy snow in 
early December the “run” on stadium 
boots was unparalleled. By mid- 
month there was scarcely a pair avail- 
able in any shop throughout the city. 
College girls home for the holidays 
raced from one store to another try- 
ing to buy these weather-proof over- 
shoes but on every hand they were 
met with, “Sorry, no stadium boots 
in any size.” Some compromised on 
galoshes, some on rubber boots, but 
the desire for fur-lined, protective 
footwear went unfulfilled. 

_A number of shops brought out 
glamorous evening shoes just before 
the holidays, notably Joseph and O’- 
Connor & Goldberg. The former gave 


4 


“Gala sophisticates” was the descrip- 
tion used by Joseph of Chicago, Iii., 
in presenting shoes for party wear. 





particular emphasis to models elab- 
orately sequined and studded in mul- 
ti-colors, most of them on extremely 
high platform soles. Entire window 
displays were given over to these 
“gala sophisticates.” Coming at a 
time when the social activities of the 
city struck a more elaborate note 
than in many years, the customer re- 
sponse was more than satisfactory 
even though the price of some mod- 
els was as high as $49.50 the pair. 

Although the popularity of sling- 
back shoes seems to continue un- 
abated, some retailers comment that 
there has been a tendency on the part 
of more conservative customers re- 
cently to ask for closed toes and heels. 
Whether this is inspired by the sloppy 
weather underfoot or is the natural 
reaction to an overdose of cut-out 
shoes, is not known. But they seem 
to believe that it is an important de- 
mand and indieative of a trend. How- 
ever, with very limited stocks arriv- 
ing from manufacturers, retailers are 
dubious regarding new styles and 
whether or not this type of shoe can 
be stocked. 

Some stores are so fortunate as to 
be able to show an entire window of 
patent. This was the case with Car- 
son’s recently, apparently one of the 
few outlets to have this leather in 
any abundance. Other stores have 
practically none. Every retailer suf- 
fers from a dearth of some kind of 
merchandise, and the net result has 
been a “loosening” of established cus- 
tomers. Where formerly. there were 
numberless people who said: “I buy 
everything at Blank’s,” today the 


search for consumer goods has sent 
them far and wide, and where a store 
may have “lost” a customer in one 
section, it has gained many new ones 
in those departments where it has 
been so fortunate as to have a selec- 
tion of wanted merchandise. 


* * # 


ST. LOUIS REPORTS 
MODERATE SALES GAIN 


THE holiday shopping season rolled 
to an end in St. Louis New Year’s day 
with shoe stores unhappily reporting 
only a moderate gain in sales over 
the same period last year. The reason 
was distressingly low inventories, ag- 
gravated in many instances by facto 
ries failing to meet promised delivery 
dates. Consumer demand was on hand 
in unprecedented volume, but buyers 
were beginning to abandon the take- 
anything mood and be a bit more se- 
lective. 

The result was that sales, except 
slippers, showed a loss in a few spots. 

Demand, contrary to some expecta- 
tions, showed no post-Christmas 
slump. Nevertheless it is significant 
that an unusual amount of shoe dis- 
play advertising is appearing in St. 
Louis newspapers. As new styles ar- 
rive, dealers advertise them even 
though the limited quantity ordina- 
rily is snapped up in a matter of hours 
after the promotion appears. 

This is regarded as an indication 
that thoughtful, cautious style retail- 
ers foresee declining demand or in- 


eclee 


creasing supply in the months just 
ahead. In either case the matter of 
keeping their names in the public 
mind becomes important. now. 

Few hold much hope for any sub- 
stantial improvement in shipments 
for some weeks. Some complain that 
several manufacturers fell down dis- 
mally on deliveries, while others per- 
formed better than expected. The net 
probably was a small increase in 
total pairs of footwear delivered in 
late December. 

Current women’s shoe promotion 
continues to center on sling pumps, 
with or without platforms. Evening 
footwear is arriving in sufficient quan- 
tity to permit occasional featuring, 
although the normal rush period for 
that type here is about over. In 
best supply, which seldom lasts over 
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BFGoodrich 


CUNNOUNCES 


tls new line of Tubber Foolwear for 1946. 
ll the fast-selling volume numbers are 


back in the line and ow sales refresen- 


falives are on the way with samples. We 


cwant you lo see this brand-new 1946 line. 


foctutae by 


B.F Goodrich 


FIRST IN RUBBER 


FOOTWEAR FACTORIES, WATERTOWN, MASS. 
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one or two days, is black or white 
satin. One high style store recently 
devoted a quarter-page newspapet ad 
to a single black satin number which 
revived the old T-strap design. 

In leather, patent and calf have 
stepped out in front, getting prefer- 
ence over suede. A few bright col- 
ors have appeared but have made no 
inroads on black and brown. 

Children’s shoes currently are com- 
ing in for good promotion and some 
advertisers obviously are attempting to 
build style-consciousness in that 
trade. Wide varieties of open strap 
sandals are shown and are reported 
in fair supply. 

Sale of men’s shoes showed a mod- 
erate Christmas bulge and dipped 
back to around normal the last week 
of the month. Dealers report stocks 
extremely low but improving slight 


ly from week to week. Compared 
with women’s footwear volume, there 
would be little hardship in men’s 


lines were it not for returning service- ° 


men and their usual 100 per cent 
civilian shoe replenishment require- 
ments. 

* * * 


1945 BIG YEAR 
IN SAN FRANCISCO 


[HE year 1945 is being chalked up by 
many San Francisco shoe merchants 
as the biggest in their history. The 
heavy Christmas spending brought a 
grand finale to a year of consistent 
monthly gains over 1944. Individual 
stores reported increases of from 8 
to 40 per cent for the month of De- 
cember over a year ago. The average 
for all stores was about 11 per cent. 
To many merchants this was unex- 
pected as the 1944 Christmas sales 
rang up an unprecedented 40 per cent 
average increase over the previous 
year, and prior to the 1945 Christmas 
rush some stores had doubted that 
they would come up to the previous 
year’s record. 

The big week in 1945 was 117 per 
cent above the 1940 Christmas week, 
ending a record-breaking five year 
gain. 

Most shoe stores were cleaned out 
of nearly everything of a gift nature, 
besides having enjoyed a brisk trade 
in staples. 

. Following the Christmas rush many 
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merchants made a bid for the New 
Year’s celebration footwear trade by 
advertising better quality pumps. A 
good example of this was The White 
House advertisement of rayon satin 
pumps decorated with simulated pearls 
and sequins for $29.95. In Oakland, 
Peters Brothers Shoe Salon advertis- 
ing featured pumps in brown with 
shawl tongue trimmed with gold nail- 
heads at $17.40. Roos Brothers fea- 
tured nude sandals in patent leather 
at $10.95. 

Optimistic plans for 1946 are being 
made with confidence that increases 
in manufacturers’ allotments will mean 
good business. 

** « 


MINNESOTA STORES STRESS 
PARTY FOOTWEAR 


St. Paul 


THE New Year’s offerings in foot- 
wear showed many dress shoes with 
the holiday parties strongly in mind. 
Lounging slippers and house shoes 
were still being offered as last min- 
ute suggestions for gifts or for the 
completion of home wardrobes. 

The Golden Rule department store 
made a special feature of striking 
house shoes and slippers. Among 
these was a style that tied, oxford 
fashion, made up in all wool fleece 
with a deep cuff of lamb’s wool. 
D’Orsay pumps were favored for an 
easy-to-slip-into shoe, which was also 
dainty and trim appearing. 

A kid d'Orsay, to be worn for 
dress, was made up with a large but- 
terfly bow and nailhead trim. A four- 
inch heel added to the interest of 
this shoe. Sling pumps for street 
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A sling pump of clear crystal trimmed 
with suede for contrast was offered 
by La Mode of Dallas, Texas. 


and semi-dress interested many. 

Schuneman’s varied its glamour 
styles with a showing of a group of 
nationally advertised comfort shoes. 
Thése were shown in the new shoe 
salon on the street floor. 

Maceys accented holiday entertain- 
ing with a showing of sandals intend- 
ed for glamour “holidating.” Sev- 
eral styles in jet black patent, open 
toe and heel were featured. Some 
had cross band toe with perforated 
trim. Others had porthole trim. All 
had very high heels and were design- 
ed for foot flattery. 

Newman’s presented genuine liz- 
ard in a striking sandal, in brown, 
green or red. Another popular shoe 
at this store was a cushioned platform 
sling pump in brown gabardine 
which could be worn plain or deco- 
rated with a smart bow. 


Field-Schlick brought smart san- 
dals into the holiday picture as acces- 
sories to holiday garments. Patents, 
fine reptiles in several colors were 
featured. 

* * * 


Minneapolis 


MAURICE L. Rothschild featured a 
style oxford, which not only empha- 
sized comfort, but also was suitable 
for dress wear because of a clever 
eyelet trim which gave it a dressy 
look. Gabardine pumps with patent 
trim made smart street or dress shoes. 

John W. Thomas & Co. featured 
calf sling pumps, with closed toe and 
high heel for street wear. Black calf 
in low heel ties with open toe and 
heel were also featured for street 
wear. Very high-heeled sandals in 
black patent and in reptiles, many of 
the latter in color, were presented for 
party wear. This store had a large 
stock of slippers. Many styles, vary- 
ing from fur decorated d’Orsays to 
scuffs and house slippers showing the 
Chinese influence were featured. 
Many embroidered effects were shown 
with rainbow colors. 

C. M. Stendal, whose large stock 
is aimed at both youth and adults in 
its three floors of shoes for both 
women and men, likes to feature an 
occasional novelty to catch attention. 
In casual footwear ballet types made 
up in chamois were shown. These 
came in blue, green, cherry or gold. 
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VINYLITE plastics for Shoes 


dance 


Whether it’s moist or dry, sun or snow, weather- 
resistant VINYLITE Plastics shoe materials step 
through them all, as gracefully as a ballerina 
on tiptoe. 


Of the several million shoes already tested... 
many of these, experimental designs! . . . less than 
one in ten thousand was returned to retailers. 


There's good reason for this, of course. Years 
of constant, painstaking research have culmi- 
nated in exact scientific balancing of VINYLITE 
Plastics for specific purposes. And so, both high- 
gloss uppers and sturdy shoe soles—separate 
chemical formulations—are agreed on their un- 


You know it’s right if it’s 


BAKELITE CORPORATION 
Unit of Union Carbide and Carbon Corporation 
UCT 


30 East 42nd Street, New York 17, New York 


their way through! 


compromising resistance to the effects of weather- 
ing and moisture. 

Other qualities too, they hold in common... A 
luxurious appearance...Lasting flex life...Ready 
cleanability .. . A talent for leaving floors free of 
streaks or mars ... And a remarkable disdain for 
scuffing and crazing. 

These superior properties have been proven 
time and again—in the laboratory, in wear tests, 
in wartime usage. Today they are free to prove 
themselves to a peacetime world. Come a very few 
months from now, sparkling VINYLITE Plastics 
will be dancing their way to greater consumer 
satisfaction for you and your craftsmanship! 

















A RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maupacla 


Chicago 

In spite of the fact that inventories in retail stores are a 
shade higher than a year ago, the increased consumer de- 
mand surpasses supply and retailers in Chicago and the 
Midwest generally are apprehensive over the immediate 
future. Manufacturers in this area are not using rosy 
glasses as they gaze into 1946. Their shortages continue 
as for some time past. It’s the same old bottleneck, com- 
prised of lack of labor plus shortage of supplies. That de- 
lightful dream of rapid improvement upon cessation of 
military hostilities: has long since faded from their con- 
sciousness and long-term planning is still in the nebulous 
future. 

It continues to be a hand-to-mouth existence. Quotas are 
being maintained as in the past as the most generally satis- 
factory system to all concerned. Color looms importantly 
in the Spring picture, and a number of Chicago manufac- 
turers are well set on blue, which has become practically 
a Spring staple during these past years. Red again is 
spoken of as the novelty color for the warmer season, but 
it is not easily come by. Some houses plan to.use red as 
a trim on dark shoes, thus effecting a compromise and still] 
enabling them to compete in the race for color. A number 
of shoe factors express faith in two-color combinations and, 
with this in mind, are using snakeskin and reptile both in 
natural beige and in bright colors, to pep up otherwise 
monotone shoes. 

Although manufacturers had had great hopes after last 
August that a vast assortment of new styles could be 
evolved, conditions have not worked out that way. As a 
result new interpretations of old patterns are everywhere 
in evidence. However, a great deal of ingenuity has been 
shown by designers and the application of color trims or a 
new angle in design emphasis has changed the effect so 
that, as one shoe man said, “You wouldn’t know the old 
(shank’s) mare now.” 

There has been enormous demand for patent from the 
retailer and the main problem is how to find enough of this 
leathes- The same is true of suede, which is of course a 
year-round leather now. Although the problem of white 
suedes is definitely another of the manufacturer’s head- 
aches, he is for the moment concentrating upon his Spring 
lines since dealers everywhere are clamoring for shoes suit- 
able for more or less immediate wear. Those retail shops 
and stores which formerly gave considerable play to white 
shoes “for Southern wear” immediately. after the holidays. 
have this year not gone in for this prestige gesture. The 
few white shoes one sees displayed are very obviously last 
Summer’s goods and inquiry in the department reveals the 
fact that sizes are far from complete. 


Rochester 


Marker conditions in the shoe industry of the Rochester 


nd Mertels 


area had changed less from the previous months than 
sentiment among its leaders, as the final chapter of 1945 
gave way to a New Year. 

Because, among those who make and sell shoes here, 
there was a feeling that the shoe business is finally “on its 
way” to better days as the tragic old year of war—and shoe 
rationing—was left behind. 

But this improved outlook is not yet reflected in produc- 
tion of more shoes, or the appearance of more footwear on . 
the shelves of retailers where they are needed most—more 
than during the war, in fact. 

“Not yet, but soon,” relatively speaking, is the prospect 
for more footwear being produced here, a much desired 
condition Which could be greatly accelerated if more skilled 
labor, and unskilled labor as well, would return to shoe 
factories as they were expected to immediately after the 
ending of the war. 

There has been an improvement in the supply of leather 
materials, and there is a good deal of reassurance in a 
statement by the Sole Leather Bureau of the Tanners Coun- 


. cil of America that shoe factories will shortly have more 


leather available for civilian use than at any time in four 
years. 

In fact, some factories report that they could increase 
production considerably right now if they could get the 
help to make what they have on hand into footwear. 

Generally they agree that they would be in a better posi- 
tion to compete with other large plants in this area for 
new workers if an increase above the recent 4% per cent 
recently granted were given so that they could offer pay 
for beginners that would be comparable with the large 
plants in other lines. It is needed to attract new workers, 
as well as to help meet other higher costs, with higher price 
ceilings for retailers also in order to maintain chances for 
reasonable profits. 

Rochester has been comparatively free from the big labor 
disturbances such as affect many other cities now, threat- 
ening the economy of the entire country if they continue 
and are extended. There are many job openings; more 
people are “out of work” than need to be; the number on 
unemployment insurance has gone up. 

But all will finally go back to work, and members of the 
armed forces are rapidly returning to civilian life. Unless 
unforeseen developments occur, there should be a consider- 
able increase in shoe factory employment soon. It all de- 
pends upon when the help becomes available. 


New York 


ALTHOUGH sole leather is increasingly available with 
the curtailment in military requirements, kid and lining 
leathers are still extremely scarce, according to shoe manu- 
facturers in the Greater New York production area. In 
spite of this, however, most quality manufacturers are using 
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No. A200 CUSTOMER CHAIR .. . Selected beech- 
wood. Graceful arms... securely bolted. Pat- 
ended “no-sag” spring construction. Blonde 
wood finish. Choice of red, green or dark blue. 
“Textileather” upholstery . . . . $11.50 each. 


No. A501 FITTING STOOL ... Matches chair. 
Rubber covered footrest. Blonde wood with 
choice of red, green or dark blue. “Textileather” 


No. N87 FITTING MIRROR... Matches chair. 
Has large 12” x 18” crystal clear mirror. Finish- 
$7.25 each. 


KORRECT-WAY Displays 


DISTRIBUTORS IN ALL PRINCIPAL CITIES 
DIVISION OF AMERICAN FIXTURE & MANUFACTURING CO. ¢ ST. LOUIS 3, MO. 
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AN enlarged and beautified shoe 
depagment was one of the out- 
standing features of Keith O’Brien’s 
department store when it reopened 
recently after a two-month remod- 
eling program. 

The shoe department, formerly 
on the store’s main floor, was 
moved to the balcony, which is now 
devoted exclusively to footwear. 
Seating capacity was increased 
from 32 to 59, and a complete line 
of boys’ and girls’ shoes was added. 
The department formerly handled 
only women’s footwear. 

The store’s shoe section, reached 
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Dick Foreman, assistant shoe department manager, waits on customers 
in the newly-remodeled shoe department of Keith O’Brien’s Depart- 
ment Store in Salt Lake City. Addition of the balcony shoe department 
over the rear half of the main floor, was a feature of the modernization. 


Store's 
Devoted to Shoes 


Ellis Bess, manager of the Keith O’Brien 
shoe department, shows a sample of new 
stock ta Miss Connie Gosselin, clerk. The 
department now occupies the entire balcony. 
is one of the most modern in Salt Lake City. 


by a circular staircase from the 
main floor, has a rich tan carpet, 
Chinese red ceiling, with blue grey 
trimmings. There are 44 new birds- 
eye maple chairs with green fabric 
upholstery, while a large settee pro- 
vides seating space for an addi- 
tional 15 persons. 

Fluorescent lighting has been in- 
stalled throughout the department. 

Although several additional 
clerks were hired as a result of the 
enlargement program, no major 
personnel changes were involved. 
Ellis Bess, manager of Keith 
O’Brien’s shoe department for the 


Balcony 


past four years, is in charge of the 
remodeled, footwear 
section. Dick foreman is assistant 
manager of the department. 

Keith O’Brien’s 
more than half a dozen nationally 
advertised lines of women’s shoes, 
while three lines of children’s foot- 
wear are being handled in the boys’ 
and girls’ section. 


augmented 


now handles 


“At present we have seven 
clerks,” Mr. Bess said, “but busi- 
ness has been so brisk since our 
reopening that we intend to hire 
several new employees.” 
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the ue AD-ventures of 


Edward Hibshman runs Edward E. Hibshman & Associates, the 
Cleveland advertising agency. One of the Hibshman clients is Moyer 
Manufacturing Company. Moyer has been making Seven Seas 

Slacks for more than fifty years. 

Edward Hibshman knew about TRUE’s coming through for others. He 
decided to try it for Moyer. 

So Moyer ran a 1-column, 2-color ad on page 96 of the October 

TruE. In the 6-point body type was a free offer. There wasn’t any 
offer in the headline. ; 
There wasn’t any 
coupon in the ad. If 
you wanted the free 
Seven Seas Girl, 

you had to request 
it on a penny postal, 
or something. 





True hit the news- 
stands on September 
5. One week—seven 
days—later, Edward 
Hibshman wrote us 
an unsolicited letter 
about results... 


Requests are 

still piling in. 

True makes 

men act. Better — ¥ 

than 3 million men are buying Trve at their g S. 

newsstands each month. They’re paying a premium 23% . 

price because they like the only man’s magazine # 

of its kind. More than 130 different advertisers are spending a 

361% more in True in 1945 than last year“ Wy 

—to sell men everything a man uses. Trur’s 











advertising pages are like the show windows of a 
big quality shop for men. They are selling so 
successfully that True already is America’s fastest- 
growing man’s magazine. Use True if you want to sell men. 
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Sets Shoe Needs at 100 Million Pairs 





W. W. Stephenson, Speaking before Canadian Shoe Manufacturers, 
Tells of Tremendous Backlog of Consumer Needs 


QueBEc, P. Q.—Speaking before the 
Shoe Manufacturers’ Association of 
Canada at its meeting at Chateau 
Frontenac, here, Jan. 7, W. W. Ste- 
phenson, executive vice-president of the 
National Shoe Manufacturers’ Associa- 
tion, said, in part: 

“The thinking in the shoe industry in 
America centers around the desperate 
shortages which exist today and the ex- 
pansion programs planned for the fu- 
ture. The shortages, which are so 
acute at the present time relate to de- 
mand, which is the result of empty 
pipelines and increased purchasing 
power. More shoes are being produced 
currently than were produced before 
the war, but the increase is nowhere 
near sufficient to meet the pent-up de- 
mand of retailers and consumers. 

“T have already indicated that inven- 
tories have been cut in half since the 
beginning of 1948. The retailers have 
every intention of operating in the fu- 
ture on lower inventories and obtaining 
a higher turn-over than before the war. 
Despite these intentions, however, with 
the anticipation of increased volume, 
with the removal of style restrictions, 
and with the return of free competi- 
tion, retailers may find it necessary to 
rebuild their inventories in the pre- 
war level. 

“It is safe to assume that there is 
a vacuum in the pipelines which must 
be filled as quickly as possible to the ex- 
tent of at least 100 million pairs. The 
demand for shoes to replace inventories 
which looms now as a tremendous back- 
log of business must be regarded as a 
temporary condition. If consumer de- 
mand should fall off even temporarily, 
this demand would be filled from rapid- 
ly expanding production within a very 
few months. There are no signs as yet, 
however, of any abatement of con- 
sumer demand, and no such abatement 
is likely,to occur as long as the national 
income remains at a high level. 

“Our average annual production of 


civilian shoes and house slippers during 
the prewar years 1936-1939 was slightly 
in excess of 400 million pairs. Estimates 
of the expanded output of the industry 
at the end of 1947 range up to 600 mil- 
lion pairs per year. If the postwar na- 
tional income is maintained at the ex- 
pected level it should be possible for the 
American industry to merchandise 50 
per cent more shoes than were pro- 
duced before the war. There is an un- 
solved question, however, as to the ulti- 
mate outcome if this expansion pro- 
gram continues and if the consumer de- 
mand should fall off as the result of a 
reduction in the national income. 

“During peacetime, we were accus- 
tomed to demand representing the sole 
determination of productive volume. 
During the war, our thinking was re- 
versed and the availability of man- 
power and materials became the deter- 
mining factor. During the years just 
ahead, it may be necessary to take into 
account both of these factors. In other 
words, if the demand exists for 50 per 
cent more shoes, can the labor and ma- 
terials be found to meet this demand? 
If labor. and materials can be found, 
will the demand for this increased pro- 
duction be maintained? 

“The reason I am discussing this 
question is because I believe that the 
conditions you are facing, both with re- 
spect to demand and productive ca- 


‘pacity, are closely parallel to those 


which exist in America. 

“If and when you have solved the im- 
ponderables of the relationship between 
future demand and future productive 
capacity, we hope you will pass the an- 
swer along to us. I can assure you 
that no one in America knows the an- 
swer to this riddle. I can say at the 
same time, however, that a strong spir- 
it of optimism prevails throughout our 
industry and that manufacturers and 
distributors alike are anticipating a 
bigger volume, made and distributed 
under more efficient conditions and at a 
better profit.” 





Grooming Shoes 
For the Window 


[CONTINUED FROM PAGE 52] 


it is the shoe, after all, which is to be 
sold and that the appearance of the shoe 
as seen in the window is at least as 
important as its setting. 

Treeing, lacing and polishing—the 
three main steps which he ‘takes in 
readying each pair of stock shoes se- 
lected for the window—are likely to 
consume quite a bit of time. The aver- 
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age is thirty minutes per pair, a large 
portion of which is devoted to inter- 
mediate steps. The tools of his trade— 
button hook, pliers and scissors—are 
spread on the table on which he works, 
usually in the stockroom. The button 
hook, as shown in the illustrations, is 
used to tighten the laces and also teams 
up with the pliers in straightening the 
tongue—being used to poke out wrinkles 
near the lace stays as the pull of the 
pliers removes those near the center of 
the tongue. Scissors also play a dual 
role. They are used to snip off the long 
ends of the laces remaining’after the 


knot has been tied; while over the non. 
cutting edge the laces can be pulled in 
order to straighten them before the 
lacing operation begins. f 

When it comes to polishing his win. 
dow shoes, Mr. Olsher has developed an 
unorthodox method. He uses a ma. 
hogany polish even on light tan shoes, 
This is applied to the shoe with a cloth 
previously moistened with water and the 
excess polish is wiped off immediate. 
ly. There should be, he says, not more 
than a ten-second time gap between the 
application of the polish and the re 
moval of the excess. This method, he 
claims, gives to the leather a much 
higher gloss than can be obtained in 
any other way—and does not stain it a 
darker color. 


Informal Atmosphere in 
New Co-Ed Shoe Shop 


[CONTINUED FROM PAGE 60] 


by a display of pennants from each col- 
lege and girls’ school in the St. Louis 
area. A date book lies on a kneehole 
desk in one corner and coke machine 
in another. The shop has seats for 30 
customers and a sales staff of four. 

The stock accent, of course, is on 
youth—youthful casuals, style shoes 
and accessories priced for youthful 
purses. The line of high styles is not 
yet complete, but when factory de 
liveries reach the promised volume, the 
college girl can lay in a footwear ward- 
robe to meet all occasions. 

Saddle oxfords, loafers and sports 
shoes sell at $5.50 to $8.95. Dressy 
shoes at $6.95 to $8.95 will sell under 
the Swope Co-Ed name, as will scuffs 
and house slippers. 

Business has been brisk, since the 
opening. The Co-Ed Shop formerly 
was in the rear of the main floor, & 
space now devoted to leisure slippers. 
A college girl acts as hostess each 
Saturday. 

Mr. McCain’s intention is to make 
the shop a popular rendezvous, an ait 
conditioned chit-chat spot centrally le 
cated in the shopping district, where 
girls can congregate without contact 
with their elders. In this he is follow- 
ing a specialization policy which has 
delegated children’s shoes to his West 
End store, and which may transform 
the business offices on the mezzanine 
floor into an evening shoe and bag 
department. 

Swope’s was founded in 1867 by 
Meier and Joel Swope. Mr. McCain 
purchased the business in 1936. 


To Open Atlanta Branch 


ATLANTA, GA—The New York Spe 
cialty Store, Franklin Simon, will ope 
an outlet in Atlanta soon. Space for 
the building has been secured, and com 
struction will begin shortly. 
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This Spring a Freedom Silhouette 


[CONTINUED FROM PAGE 50] 


tation, and mountainous headgears 
reminiscent of the backyard victory 
garden. 
a simplicity that is dependent upon 
silhouette and small detailing for charm 
and attraction. 

Shoes will be no exception. Every 
outstanding trend in ready-to-wear pat- 
terns is echoed in the Spring lines. 
They have been discussed in the 
RECORDER before, but bear repetition. 
Softness in curved vamp lines, unboxed 
toes, ballet patterns; grace in asym- 
metric lines (outstanding in ready-to- 
wear, outstanding in shoes); feminine 
detailing in nailheaded platforms, 
dramatic bows, perforations and stitch- 
ing patterns; silhouette glamour in 
unadorned sling pumps, d’Orsays, strip 
sandals, high-riding vamps; and com- 
fort and freedom in the extraordinary 
volume of low-heeled shoes. 

Perhaps the very newest of Spring 
ready-to-wear highlights is the atten- 
tion being given to sleeves. Deep arm- 
holes. are the fashion in dresses, suits 
and coats, and the push-up type of 
sleeve promises to be a popular item 
that will not only promote itself, but 
will further interest in gloves as neces- 
sary complements to the costume. 
Sleeves will be highlighted in several 
ways: cuffs large and trimmed, often 
carrying out the pattern or theme of 
another part of the costume; fullness, 
giving a cape effect; gathers or draped 
effects at the base. 

Hats will really be the extraordinary 
phenomenon of the coming season. The 
trend toward simplicity doesn’t imply 
that flower affairs will be out. On the 
contrary. On the whole, however, they 
will not be exaggerated, but will be 
arranged in delicate patterns, soft and 
fresh looking. The new hat silhouette 
is aimed at keeping the face free. Off- 
the-face, frame-the-face is the trend, 
with curving brims that focus at the 
center, and crowns that are head fitting 
and often open to reveal the hair. One 
interesting fashion note is the draped 
hat in a colorful print that falls natu- 
rally into soft looking folds. 

Prints hold a promise of tremendous 
popularity in dresses and bolero-type 
suits as well, and small checks may 
well take the place of the hard-to-get 
plaids. 

Although the color picture is not too 
heartening in the shoe industry, ready- 
to-wear fashions will supply the flam- 
boyant touches,.with a glove, hat, scarf, 
or detailing on the suit adding the 
brightening effect. The outstanding 
colors for Spring clothes, however, 
‘will be members of the neutral family. 
From creamy blonde tones through rich 
tocoas, they will be more important this 
Spring than ever before. They are ex- 
cellent coordinators with the basic 
colors that blend attractively with 
brighter costume shades. Gray, too, 
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Clothes, including hats, have _ 


has had the prediction of popularity, in 
flannels especially. 

In shoes, where the leather shortage 
still prevents a satisfactory supply of 
all-over colored shoes, manufacturers 
have exhibited their ingenuity by sup- 
plying shoes in color combinations, or 
adding a dash of bright color to a dark 
shoe. A touch of red, yellow, bright 
green, or a neutral in binding, platform, 
stitching, or bow, will temper the appe- 
tite of color-starved women and will 
add new points of interest for acces- 
sory coordination possibilities. 


Harry P. Wolfe 


CoLuMBuUs, OHIO — Harry P. Wolfe, 
co-founder of the Wolfe Wear-U-Well 
Shoe Corp., here, died recently in Co- 
lumbus. He was 73. 

Mr. Wolfe was born in Cumberland 
where he became a figure in financial, 
publishing, and business circles. He 
went to Columbus in 1890 and or- 
ganized the shoe business with his 
brother, Robert F. In 1903 the brothers 
purchased The Ohio State Journal, and 
later The Columbus Dispatch. At the 
time of his death Mr. Wolfe was pub- 
lisher of the latter and vice-president 
of the former. The brothers also ac- 
quired banking interests which were 
consolidated in 1929 under the name of 
BancOhio. 

The Wolfe Wear-U-Well Corpora- 
tion was developed from a small begin- 
ning until at present it possesses 3600 
retail establishments in 38 states. 

Mr. Wolfe played host to the Herbert 
Hoover in 1935 and to Republican 
Presidential nominee Alfred M. Landon 
in 1936. He was a member of the Ath- 
letic, Columbus Country and Scioto 
Country Clubs of Columbus. 

Survivors are three sons, Robert H., 
vice-president of The Dispatch Print- 
ing Co.; H. Preston, assistant editor of 
The Dispatch; and Maj. Robert S. 
Wolfe, assistant president of BancOhio. 


Import Raffia Shoes 


Los ANGELES, CALIF.—The Royal Im- 
porting Co., 1759 So. Sherbourne Drive, 
this city, of which Irving D. Taub is 
manager, is bringing in a line of raffia 
shoes and matching handbags from 
Haiti. In the line is a novelty match- 
ing raffia scuff. 


Opens Second Store 


Monrovia, CALiIF.—M. J. Braeger, 
who operates the Braeger’s Buster 
Brown Shoe Store, here, is opening a 
second store at 2204 Las Tunis Ave., 
Temple City, Calif. 


Scandinavian Representative 
Visits this Country 

CAMBRIDGE, Mass.—Max Weiser of 
Oslo, Norway, who represents Dewey & 
Almy Chemical Co. in Norway, Sweden 
and Denmark, recently visited company 
headquarters in this city. He was en- 
tertained by Sumner Keith, a company 
representative at Cambridge, who took 
him to several Brockton factories for 
an inspection tour. He reported that 
few factories are at this time operating 
in his territory and those that are in 
production are using dried fish skins 
and other substitutes because of the 
critical shortage of materials. 

Mr. Weiser also described his thrill- 
ing escape from the invaders. He skied 
for 150 miles at night through isolated 
sections of the country and slept during 
the day in a hole in the snow. 


Albert J. Breyer 


CINCINNATI, OK10.—Albert J. Breyer, 
68, employee of the Krippendorf-Ditt- 
man Shoe Company for 10 years died 
recently at his home following an ill- 
ness of six months. He was a well- 
known violinist. 

He leaves his widow, Mrs. Anna 
Bless Breyer; three sisters, Misses Nel- 
lie, Clara and Florence Breyer, and 
two brothers, Fred of Wyoming, Ohio. 
and Walter of Detroit. 





real source of profits. 
Inquiries invited 
357 Fourth Avenue 


PU 


Our factoring service makes it possible a 
for the shoe exccutive to devote full time 
to production and selling activities—the 


Branch Offices 
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Economists point to the rapidly rising birth rate as being 
one of our greatest national assets. Certainly the “better 
than three million births” in 1945 should make a strong, 
more profitable baby shoe business this year. 


While they will help to make 1946 more profitable for 
you, a Mrs. Day’s Dealer, your job will be proportion- 
ately more difficult for the next few months at least. 
Every mother, it seems, wants her child fitted with Ideal 
Baby Shoes. Yet, dealers will receive only their fairly 
assigned quotas. ' 
Accordingly, only a fraction of these babies will be for- 
tunate enough to be fitted with these safe, healthful shoes. 
But, when so fitted, you, and the child’s mother, will be 
happy in the knowledge that they are the finest shoes 
that human hands can make. 


mrs. DAY’s [DEAL sasy sHoE co. 


DANVERS MASSACHUSETTS 
7l WEST 35th STREET | 1070 MERCHANDISE MART 
NEW YORK 1, W. Y CHICAGO, ILLINOIS y 
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Styled for Both 
Sides of the Border 


[CONTINUED FROM PAGE 59] 


Fifty leading department stores 
throughout the United States are now 
showing the clothes which were deliy- 
ered to all the stores simultaneously by 
air freight service. An important fea- 
ture of this service is the fact that the 
stores were enabled to receive the 


' clothes after 1945 inventories, but in 


time for store-wide promotion early in 
January. 

At the same time, in Mexico City, the 
recently opened, very modern depart- 
ment store, Salinas y Rocha, staged a 
gala premiére for the clothes and cele- 
brated Americana Week. Members of 
the American fashion press were guests 
of the store during the three-day visit 
whose main event was a formal party 
and showing of the entire series of 
Calexico Colorama Fashions by Air. 

Sponsors of the promotion are the 
California Fabric Company, the Philip 
Wick Company and American Airlines 
by whose air freight service the clothes 
were flown to all the stores. In addition 
to the two sponsoring manufacturers, 
the following California houses are par- 
ticipating: Achilles of Hollywood; 
Louella Ballerino; California Acces- 
sories; Catalina Knitting Mills; Colo- 
nial Dames, Inc.; Demoiselle; Jean 
Durain; Ferncraft; Keneth Hopkins of 
Beverly Hills; De De Johnson; Junior 
Miss of California; King’s Men ( Wind- 
sor House, Ltd.) ; Lynn Lester; Morris 
and Fyne; Pacific Handbag Co.; Miss 
Rae of Hollywood; Joseph Zukin. Jane 
Taylor of the Los Angeles Jane Taylor 
Buying Office is handling the coordina- 
tion of the promotion. Publicity and 
advertising is in the hands of the Ab- 
bott Kimball Company with Martha 
Percilla in charge of the promotion. 





Lt. Col. Miller Now 


At Boston Q. D. 


Boston, Mass.—Lt. Col. Austin A. 
Miller, West Point Graduate in the 
class of 1933, and Division Quartermas- 
ter with the 7th Armored Division in 
Europe during the war. has been named 
as the new Director of Supply at the 
Boston Quartermaster Depot, it has 
been announced today by Colonel Ber- 
nard J. Finan, Depot Commanding 
Officer. 

Colonel Miller relieves Lt. Col. R. D. 
Blankenhorn, who was: renamed Exec- 
utive Officer of the Boston Quartermas- 
ter Depot, a post he filled from June 
to November, 1945. 

Colonel Miller was awarded the Sil- 
ver Star for gallantry in action during 
the famous Battle of the Bulge in De- 
cember, 1944, and prior to that had 
been awarded the Bronze Star medal in 
September, 1944, 
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SURE FOOTING 
is in your hand with 


NEO-CORD 


NEO-CORD soles and heels are 
America’s safest bottoms — heat, 
acid and oil-resisting. They give 
the utmost protection on smooth, 
slippery surfaces. You can make a 
big contribution to a safer country 
by putting more NEO-CORD bottoms 
on safety and work shoes. 


OIL RESISTANT 
NON-SLIP 
features that make 
EXTRA SALES 


There’s no rubber content in NEO- 
CORD soles and heels. Genuine 
MULTI-ANGLE construction adds 
long wear to material that resists 
oils, acids, heat and sunlight. 


4. ~ GRO-CORD 
a7 >= RUBBER CO. 
Se SY LIMA, ONTO 














Retail Sales, Independent Shoc Stores 


November, 1945 


Department of Commerce, Bureau of the Census 
Current Statistical Services 


Doliar Sales———— —, 


Number 





—————— 
Per Cent Change 





Nov., "45 Nov., 45 

Report- vs. vs. November, 

States by Regions ing” Nov., "44 Oct., "45 1945 
EL. cencaete 535 +18 a $5,938,951 
New England ....... 58 +26 +13 443,285 
ih. cehtind ene} 5 +138 + 4 36,623 
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Chicago, Til. ........- sg +30 
Tos Angeles, Cal. ... 24 +18 
Portland, Ore. ...... 7 + 3 
Oe Mee, SR nto cce g +15 
San Francisco, Cal. . 19 +18 
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“The Customer Is Always Right” 


Here's an idea a Southwestern firm used in a three-quarter 
page six-column advertisement that will make an effective 
ad or wall-card for any shoe dealer's office: 
“WHAT IS A CUSTOMER? 
“A Customer is the most important person ever in this 
institution—in person or by mail. 
“A Customer is not dependent on us—we are dependent 


on him. 


“A Customer is not an interruption of our work—he is 
the purpose of it. We are not doing him a favor by serving 
him—he is doing us a favor by giving us the opportunity 


to do so. 


“A Customer is not an outsider to our business 


part of it. 


and 





Boot 


he is 
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MAKES EXTRA PROFITS 


THERE’S NEVER A DULL MOMENT in the shoe 
ttsburgh 


store that has been modernized with Pi 
Glass Products. Old 





*s renew their 


allegiance and new customers bring you their 
trade. A new store front like this one in Louis- 
ville, Ky., can work “profit magic” for you, too. 


A modern store front and 


interior 


lure profitable business your way. 


ODAY, in retail selling, appearances 
count more than ever before. The 
shoe store with a modern, individualized 
front and a smart, up-to-date interior is 
the one that draws more business, a bet- 
ter class of clientele, has a higher unit 
sale, and brings in bigger profits more 
regularly and steadily. 
Thousands of merchants throughout 
the country have found that moderniz- 


ing — inside and out — with Pittsburgh 
Glass Products and Pittco Store Front 
Metal is a profitable investment. A 
Pittsburgh Store Front stands out from 
neighboring and competing shoe stores 
—urges customers to enter. An interior 
that is modernized with Pittsburgh 
Glass allows goods to be displayed effec- 
tively and appealingly—urges customers 
to buy, increases your sales and profits. 








Consult your architect now to assure 
a well-planned, economical design. Our 
staff of experts will be glad to cooperate 
with you and with him. If you desire 
it, convenient terms can be arranged 
through the Pittsburgh Time Payment 
Plan. In the meantime, see for yourself 
how Pittsburgh Glass Products have 
transformed old-fashioned stores into 
up-to-the-minute stores that invite the 
trade that brings profits. 

Send for our new free booklet which 
shows actual installations and includes 
facts and ideas about store modernization. 


“PITTSBURGH nthe ves os! wrested 


Pittsburgh Plate Glass Compa is 
2027-6 Grant Building, Pittsburgh 19,Pa. © 
Please send the, without obligation, your [| 
new, illustrated booklet, “How Eye- 
Appeal — Inside and Out — Increases 
Retail Sales.” 











NOW IS THE TIME to think about, and plan to get, better shoes 
than you had during the strained war years. Above all, you'll 
want to give your customers flexible shoes again ...shoes with 
fine leather soles...made the Sbicca-Del Mac way. 


The shoe which feels better You would give a lot to have your customers boost 
on the feet and wears longer your shoes because they are superior. Actually, 
is the shoe women talk about all you need give is the specification for Sbicca-Del 
to their friends. Mac shoemaking to your sources. 


MANUFACTURERS: 


Now that there is an improved outlook in good sole leather supply, you owe 
it to your prestige to keep pace with trade progress. 


Sbicca-Del Mac Method is the first big improvement in shoe quality you can 
offer your accounts. 


New. lower license-xates enable you to effect such improvement at once 
without materially adding to cost. 
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FOR ANY PEACETIME WEAR HE'’LL GIVE IT — 





GH NORMANDY 


































Over fourteen million pairs of “Leatherok” Heel 
Bases withstood the climatic conditions of World War II. 


No Peace-time Dust, Dirt, Mud, Slush, Sand, 


Water, Sleet, Snow or Rain will have any terrors for 


this Standard Heel Base. 


Equally serviceable for Work or Dress shoes. 


Laboratory Controlled. 
Always Uniform. 


GEORGE O. JENKINS COMPANY 


Leather Fibre Products 
BRIDGEWATER, MASS. 


* Reg. U. S. Pat, Off. 


SPECIFY 
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Goodrich to Build 


Research Lab 


Axron, 0.—The B. F. Goodrich Com- 
pany, which 50 years ago established 
the first research laboratory in the rub- 
ber industry, broke ground recently for 
a complete research center with con- 
struction to be started shortly, it is an- 
nounced by John L. Collyer, company 
president. The announcement was made 
as the rubber company observed the 
75th anniversary of its founding. 

The new research laboratories will 
be erected on a 250-acre tract almost 
halfway between Akron and Cleveland 
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on one of the highest locations in 
Cuyahoga county. Present plans: call 
for five separate completely air-condi- 


tioned buildings of gray brick. 


Outstanding characteristic of the lab- 
oratories will be the adaptability for 
rapid conversion from one type of work 
to another. Removable partitions, in- 
terchangeable fixtures and a wide va- 
riety of special services will be em- 
ployed. 

The main research laboratory and 
headquarters for basic research will be 
a T-shaped building, 202 feet across the 
front, 172 feet deep, and three stories 
tall. It will include 81 individualized 


laboratories, a cafeteria and a dining 








room, an assembly room with seating 
capacity for 250 people and an exten- 
sive technical library. 

The second building, also three 
stories, will house physical testing, 
chemical engineering research, complete 
shops, receiving and store rooms, and 
necessary power units. In this building 
company scientists will “evaluate the 
work done in fundamental research.” 

A special “high-pressure” building 
with barricades and instruments for 
safety will be provided in which chem- 
ical reactions will be tested. There also 
will be a highly-ventilated building for 
research work in toxic materials and a 
separate building for storage of 
solvents. 

At the outset of operations in the re 
search center the staff will consist of 
between 220 to 250 persons, Dr. Fritz 
said. He emphasized that the plans al- 
low for almost unlimited additions and 
expansions—either by enlarging the 
buildings already scheduled or by add- 
ing structures, 

Original research laboratories of the 
company were established in Akron in 
1895 by the late Charles C. Goodrich, 
son of the founder and brother of Da- 
vid M. Goodrich, chairman of the board 
of directors. . 

The company has had but four re- 
search directors in the past 50 years. 
William C. Geer succeeded Mr. 
Charles Goodrich in 1908 and was fol- 
lowed by James W. Schade of Akron 
from 1925 to 1942 when Dr. Fritz as- 
sumed the position. 


Cangemi Joins Guild 

New York—Cangemi, Inc., formerly 
E. H. Strassburger, Inc., has joined The 
Guild of Better Shoe Manufacturers, it 
was announced by Salvatore Cangemi, 
president of Cangemi’s; Percy Dia- 
mond, vice-president; and Freda Wie- 
ner, treasurer. 

All the shoes made by this high style 
shoe company are branded, carrying 
the stamp “Autographed Editions— 
Cangemi.” 





Sends Out Novel 
Greeting Cards 


SPOKANE, WASH.—Harry Bennigson, 
representing the Hamilton-Scheu- Walsh 
Shoe Company of St. Louis, sent out a 
novel New Year’s greeting card this 
year. The card, plain white with 4 
photograph of the sender, bears the 
inscription, “O God—Give the World 
Common Sense Beginning with Me.” 
Mr. Bennigson is marking his thirty- 
second year of travel in the shoe trade. 





Introduce Junior Line 


Sr. Louis, Mo. — The Johansen 
Brothers Shoe Company, Inc., is now 
making its first shipments ef a new 
line of slip-lasted leather casuals. 
These shoes are to be known. as Johan- 
sen Juniors. 
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Thus Spring you’ll be seeing 
AIR-O-MAGIC advertisements in even more magazines 
than ever before—with larger ads, more frequent 
insertions! For the record proves that men who once 
know the comfort of these amazing shoes always come 
back for more. Yes, AIR-O-MAGIC customers are 
satisfied customers, solidly sold on their patented, hand- 
moulded innersoles that cannot wrinkle, curl or crack 
. .. their air-cushioned walking that absorbs the shock 


of constant pounding. Yet these are but two of 
AIR-O-MAGIC’S 88 comfort-construction features! 
Plan for AIR-O-MAGIC Shoes in YOUR future—get the 


benefits for your store! 


MARION SHOE DIVISION - DALY BROTHERS SHOE CO. INC., 309 WEST SECOND ST., MARION, IND. 


January 15, 1946 








GERDA _4rnounces_4 View 
Addition “he gs _Happy 


MARCH 


DELIVERY White, Blue. Sizes: 


GAY ENOUGH to brighten even the sunniest day and the 
heart of every kid who'll wear it, Pepita is a welcome addi- 
(angle ste Cuca-Rachas 


tion to the 


store by March, Pepita will “walk out” just as Spring "walks 





GERDA 





Plump Elk Uppers—Leather Soles. Colors: Brown, Red, 





158 DUANE STREET - NEW YORK 13, NY. 


No. 5680 Children’s 
Barefoot Unlined All 
Leather Sandal 


5 to 8; 8/2 to 12; 12 to 3. 
Price: $1.60 


promotion! In your 


COMPANY 








New Vice-Presidents 


At Bakelite 


New Yorkx—J. W. McLaughlin, pres- 
ident of Bakelite Corporation, a unit of 
Carbide and Carbon Corporation, has 
announced the election of Allan Brown 
as vice-president in charge of adver- 
tising and public relations, and George 
C. Miller as vice-president and general 
sales manager, Thermoplastic Depart- 
ment. 

Effective immediately, these appoint- 
ments tie in with Bakelite Corpora- 
tion’s plans for an extended sales, pro- 
motional and advertising campaign on 
a national basis covering Bakelite on 


“Vinylite” plastics produced and mar- 
keted by the corporation. 

J. M. Mathes, Inc., handles con- 
sumer advertising, merchandising and 
publicity for the company. 


Eugene Langkop Weds 
JEFFERSON CiTy, Mo.—Miss Dorothy 
Franey, woman skating champion, and 
Eugene Langkop, of Jefferson City, 
were married in Monterey, Mexico. The 
bride is the owner and producer of 
“Dot Franey’s Ice Time Revue,” which 
has been a feature of the Adolphus Ho- 
tel in Dallas for the past two and a 
half years. She was the youngest 
member of the last two Olympic teams 









setting a world record in Garmish, 
many, for the 500 meter race whic 
still stands. She also holds eleven wo; 
skating records. 
Mr. Langkop is a salesman for 
Tweedle Footwear Corporation. 


Monthly Ad Service 
For Dealers 


CoLuMBus, OHI0—The Julian & Ko. 
kenge Company has instituted a month. 
ly advertising service for its dealers 
with the publication of the “Foot 
Saver,” which offers a mat service and 
monthly clipping service. The publica- 
tion stresses the Balanced Program for 
shoes and aims at assisting dealers to 
level off the peaks and valleys of the 
selling curve. 


Net Profits of $451,273 
Earned by Geo. E. Keith Co. 


BROCKTON, Mass.— Net profits of 
Geo. E. Keith Company, after deprecia- 
tion, Federal taxes on income and ap- 
propriations to reserve for contingen- 
cies were $451,273, for the period Noy. 
1, 1944, to October 31, 1945, according 
to the annual report and statement to 
stockholders by Harold C. Keith, presi- 
dent. 

“Depreciation on plant and equip- 
ment amounted to $82,262,” the state. 
ment said. Cash and United States 
government securities were in excess of 
one year ago. Our cash alone was suffi- 
cient to pay all current liabilities. 

“During the year, we increased our 
working capital $364,712 and the ratio 
of current assets to current liabilities 
was 4.1 to 1. 

“Accounts receivable and merchan- 
dise inventories were exceptionally low 
and sound and all known or expected 
losses hgve been provided for. 

“The reserve for contingencies is to 
provide for post-war adjustments, im- 
provements and machinery return 
charges.” 


Opens Family Store 


Santa Monica, CALir.—Les Cline 
has opened Lester’s, a family footwear 
store dealing with the medium and bet- 
ter grades at 315 Santa Monica Boule- 
vard. The physical aspects of this new 
store, both interior and exterior, have 
been carefully planned so that displays 
and ideas for customer comfort have 
been executed in a most pleasing man- 
ner. Prior to opening this store, Mr. 
Cline operated the Economy Shoe Store 
in Bellflower, Calif., and Les Cline’s 
in Banning, Calif. 











Build Addition to Store 

Beverty Hirzis, Cauir.—Saks Fifth 
Avenue are again building an addition 
to their retail store on Wilshire Boule- 
vard. The new store which is in the 
process of construction will house 4 
complete men’s store, including a very 
fine men’s shoe department. 
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an- colonies to the present era of mechanized shoe 

Mr. factories spread all over the country, constant improve- R NER 
ws ments in shoemaking techniques called for constant 


From the early days of hand in the American 


improvements in leathers. 

That’s why today, in all leading centers, Brezner 

precision tanned leathers are i for their supe- 
th rior finish, their fine texture their unusual cutting PRECISION TANNED FOR MODERN PRODUCTION 
ion and working qualities. —_ 


~~ N. BREZNER & CO. INC., 121 BEACK STREET, BOSTON 11, MASS. 
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TANNERY: BREZNER TANNING CO., PENACOOK, N. H. 
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FOOTWEAR COMPANY 
54 BLEECKER STREET, NEW YORK 12, N.Y. 
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Rubber Stocks 
Melt with Snow 


New York—Swamped by a sudden 
demand for all sorts of rubber foot- 
wear that developed as a result of two 
December snowstorms, followed by rain 
and slushy streets, shoe stores in the 
area in and about Greater New York 
found their stocks of rubbers, rubber 
boots and galoshes practically wiped 
out at the height of the Winter selling 
season. 

It was next to impossible to buy a 
pair of men’s rubbers anywhere in New 
York City the week before Christmas 
or in the period between Christmas and 
New Year’s. Some stores had a few 
rubbers in a few of the less popular 
sizes, but many shoes and department 
stores were completely cleaned out. The 
women’s rubber footwear shortage, 
though slightly less acute than the sit- 
uation in the men’s trade, was never- 
theless more serious than at any time 
since the beginning of the war period. 
Many wholesale distributing houses 
were as badly off as the retailers. 

Shoe dealers can expect bigger sup- 
plies of rubber footwear during 1946, 
according to a spokesman at the United 
States Rubber Company. Overall out- 
put of the rubber industry is expected 
to show an increase of 66 per cent over 
the pre-war year 1939 and a propor- 
tionate part of the gain will go into the 
manufacture of protective footwear. 

Inclement weather is responsible for 
the present depleted condition of the 
already low stocks of rubber, boots, and 
galoshes, which will probably remain 
scarce during the early part of the 
year. However, with the industry 
geared for capacity output, dealers can 
look forward to increased production, 
more styles and variety, and improved 
quality as the year progresses. The 
funneling into dealers’ shelves of pro- 
duction formerly earmarked for the 
services will also help to alleviate 


shortages. 





Factors limiting increased production 
are the labor shortage and a critical 
shortage of fabrics, such as ducks, 








Plan to Increase Production 


WHITMAN, Mass.—Disclosing aggres- 
sive plans for the future, John Daly, 
president of the Regal Shoe Co., told 
employees at the annual Christmas 
party that the company plans for an 
ultimate production of 5000 pairs of 
shoes a day. This would be the largest 
production in company history. Plans 
have already been completed for add- 
ing new machinery, when it becomes 
available, and extensive alterations will 
be made to the factory building. When 
production increases, Mr. Daly an- 


nounced that a number of new stores 
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will be added throughout the country. 

The party, an innovation, was at- 
tended by nearly 500 employees and 
executives from manufacturing and re- 
tail divisions. 


To Open Plant in Lowell 


LOWELL, Mass.—The Gold Seal Cor- 
poration of New York will open the 
biggest shoe plant in this city early in 
February. The Gold Seal firm has 
signed a lease with Jackson Properties, 
acquiring a lease on Mills No. 1 and 
No. 2 on Jackson Street. The Lowell 
plant will manufacture women’s shoes. 





drills, and sheetings used in linings and 
reinforcements. 


Marks 26th Year 


HARRISBURG, Pa.—Miller’s Shoe Store 
at 5 South Market Square, founded and 
owned by Arleigh Miller, marks its 
twenty-sixth consecutive year of busi- 
ness in 1946, 

A large area of the second floor at 
the present location about a year ago 
was taken over for additional fitting 
and stock space. The basement is also 
filled to capacity with stock. Although 
it is not intended for a- fitting room, 
during rush periods customers are 
sometimes fitted there. 
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Full color in 
MADEMOISELLE 
for February 
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A new Package for Bedtimers! 


KLEINERT’S, 485 Fifth Avenue, New York, N. Y. 
January 15, 1946 


wm 





Wins customers with quality— 


CAVALIER 
BOOT CREME 


Hundreds of wise shoe dealers 
for the past twenty years have 
found that Cavalier Boot Creme 


helps 


them 


keep customers — 


because it prolongs the life and beauty of 
the footwear itseli—quickly builds a repeat 
business and is sold by shoe dealers and 


shoe dealers only. 


Today more Cavalier Boot Creme is avail- 


able. 


Place an order with your favorite 


wholesaler or write us direct. 


CAVALIER COMPANY 








Announce Territories 


For Representatives 


New YorkK—Lester Pincus of Lester 
Pincus Shoe Corporation, has an- 
nounced the following representatives: 
Emil Goldman, who is in charge of the 
Los Angeles office in the Haas Building, 
will cover the West Coast as far East 
as Denver. Hy Feldman is to cover 
Texas, Oklahoma and Louisiana. Saul 
Abrams’ territory will be Ohio, Michi- 
gan, West Virginia and Western Penn- 
sylvania. R. G. Fonville will take care 
of Kentucky, Tennessee, Indiana and 
Mississippi. Al Epstein will cover 


Florida, Georgia and Alabama, and 
John Roos will take care of Kansas, 
Missouri, part of Illinois and part of 
Indiana, 

The London office is all set to go as 
soon as conditions permit. 

Lester Pincus has also added a men’s 
shoe line. 


Outline Policies for 1946 


Los ANGELES, CALIF.—Some 60 asso- 
ciates of the Wetherby-Kayser Shoe 
Co., together with a few invited guests, 
heard the firm’s executive vice-presi- 
dent, E. F. (Jack) Goddard, and the 


president, Frederick V. Kayser, outline 
the 1946 merchandising and promotion. 
al policy of this 59-year-old retail shoe 
organization at a dinner at the Los 
Angeles Athletic Club recently. 

“We were in a good position a year 
ago and are in a superior one today,” 
Mr. Goddard pointed out as he con- 
tinued, in part, “This store had a rea- 
sonably well balanced stock the past 
six months as evidenced by the excel- 
lent sales gain. For the next six 
months, stocks will be considerably 
larger, and to you people right here is 
given the task of selling these shoes, 
It is not our intention to increase our 
sales force, so the earning power of 
each should be from 30 to 40 per cent 
greater than last year. To those not 
on the selling end, your earning will 
show a like increase through your own 
efforts. 

“All stores are to be made over to 
give greater eye appeal to the patrons 
as well as to increase the selling ef- 
ficiency. There will be no institutional 
advertising, but all publicity will be 
keyed to one thought—that of selling 
shoes. 

“Our business goals are set for a 
long pull and are based on good values, 
with every pair ofshoes sold right. 
The stocks will be such that every per- 
son should walk out of the stores with 
a bundle, a bundle which will give com- 
plete satisfaction, due to the fitting 
service, the exceptional values received 
and the apparent friendliness of the 
organization. The time is fast ap- 
proaching when shoes will again be 
plentiful and competition keen. Mer- 
chandise is getting better all the while. 
In the face of all this, we here believe 
we can get additional volume through 
good merchandise and good publicity. 

“It is your management’s conviction 
that we can meet any competition 
through giving good merchandise at a 
fair price and giving just a little better 
service than anybody else. Rest as- 
sured that in 1946 there will be no 
old stores, no old merchandise and no 
old equipment in the Wetherby-Kayser 
stores.” 

An expert analysis on what is wealth 
and the answer to the present condi- 
tions was given by Dr. Ray E. Unter- 
mier who pointed out that wealth was 
not created by blowing up property 
on the battle fields. 

At the first part of the dinner, F. V. 
Kayser, as master of ceremonies, intro- 
duced the heads of the various depart- 
ments and stores who in turn presented 
each person to the gathering. All pres- 
ent received as a memento an initialed 
cigarette lighter. An honored guest 
was Emil Kayser, father of F. V. 
Kayser, founder of the business. 


Give Bonus to Employees 

NEWMARKET, N. H.—The Sam Smith 
Shoe Company, here, has announced a 
bonus of one’s week pay, together with 
complete company-paid insurance, for 
its employees. 
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BROTHER, YOU’VE SEEN NOTHING, until 
you see “MAJAS”, rootin’-tootinest 

cialty sandal ever to come down the trail! 
Authentic Texas “Cowboy Tooling”; richly 
embossed on mellow Saddle Leather. 
MAJAS have all the appeal of a costly 
western saddle. Fashion authorities say 
casual clothing is “going west” with a 
bang; your customers will be hungry 
for these new western MAJAS by 
SPORTSCO. Have them when the great 
rush starts. Write or wire your order today. 


SPORTING SHOE COMPANY 


39 CHAMBERS ST., NEW YORK 7, N. Y. 


Los Angeles Office: 
Tilsons, 520 West 7th Street, Los Angeles 4, Cal. 
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Here are proved sales producers. This attractively finished frosted oak 
Shoe Group No. 169 consists of . . . 1 No. 1530 9" table 


2 No. 92-486 12” stands 1 No. 1531 16” table 
2 No. 92-486 18” stands 1 No. 1532 20” table 
2 No. 92-486 24” stands (Furnished with 10” round glass ) 


Write today for the New Darling Catalog 175 of the latest in Com- 
position, Papier-Mache and Wood Displays. 


L.A. DARLING COMPANY + BRONSON, MICH. 


NEW YORK DISPLAY ROOMS — 47 WEST 34th STREET 


DARLING 


The Name To Think Of First In Display 


rey 


The Liveliest Member Of A 


; 2AcHAs, 


Lively Family 


No. 551—Women's 
Genuine Mexican 
Huarache 

Immediate Delivery 


All Leather Uppers 
Hard Leather Soles 
Split Leather 
Innersole 


Sizes: 4-9 


Zo” 


$1.85 


Terms: 
Net 10 days 
F.O.B. N. Y. 


Minimum Order 


18 pairs 


Current rave of the huarache crowd 

—this number is selling like wildfire. 
Remember it is only one of the complete Cuce 
Rachas sandal line. ORDER TODAY. 


“GERDA 


COMPANY 


SG DUANE STREET + NEW YORK 13, %Y. 








Manufacturing and Markets 


[CONTINUED 


kid, rather than fabric linings. There is general agree- 
ment that the leathers normally used will not be easily 
procurable during 1946 in spite of the newly created Inter- 
national Hides, Skins and Leather Committee, which is to 
take over the former duties of the CRMB. However, within 
the obvious limitations, manufacturers are geared for top 
production, and they are generally optimistic, though in- 
clined to be cautious in forecasts for the future. 

The past year has been costly in the amount of time lost. 
The two V-Days, coupled with time lost during the Christ- 
mas and New Year’s holidays, Thanksgiving and other days 
off, consumed over two weeks time in some firms. In addi- 
tion to labor and material shortages, strikes in related in- 
dustries, winter illnesses, inclement weather which tied up 
freight movements, machinery breakdowns and the difficulty 
in obtaining new parts cut deeply into production. 

This time is not recoverable. Shoe makers are taking the 
reasonable view that no amount of shoes they might make 
during 1946 will satisfy the pent-up demand. Their goal is 
to make as many as possible without becoming hopelessly 
involved in promises, backlogs of unfilled orders, deliverv 
tie-ups, and the like. 


Boston 


THE city of Lynn, once one of the largest shoe centers in 
the world, but which during recent years has lost many 
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of its shoe factories, is planning a come-back under the 
leadership of the Chamber of Commerce of that city. 
Taking its cue from President Truman, the Chamber has 
appointed a fact-finding committee which plans an ex- 
haustive survey in two parts. 

Part 1 of the survey will cover the space available for 
shoe factories in and near the city, covering such impor- 
tant points as the construction of the buildings, floor area. 
location, etc. Part 2 of the survey will cover the number 
of individuals with shoemaking training not now employed 
in shoe factories, and will include, as well, an estimate of 
the number of boys and girls who may reasonably be ex- 
pected to take apprenticeship training in the late after- 
noons after school has been dismissed. 

In the field of shoe materials there is little new to report. 
Shortages continue to keep leather shoe production down 
and even those manufacturers who have felt that the turn 
of the year would see a more ample supply of materials 
now feel that the supply will not increase at nearly as 
rapid a rate as they had expected. The exception to this 
is kid leather, tanners of which believe that shipments of 
raw stock to this country will increase soon, though none 
expect the pre-war normal to be attained for a long time. 

Most New England manufacturers ended the year with 4 
substantial profit and the number enabled to add substan- 
tially to their reserve funds is reported to have been larger 
than during any of the previous three years. 
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To 
PLAY-POISE 
DEALERS 


Our Salesmen 
will be calling on 
you soon, to explain 


FIT 


FUTURE 


- That's 


Magic Circle 

















A Retailer Views the Children’s Business 


[CONTINUED FROM PAGE 55] 


stock? Here we think of it as: 

A complete run of sizes in stocked 
lines. 

A sensible, but complete assortment 
of stylish shoes. 

A complete assortment of basic shoes. 

A continuous weekly arrival of re- 
placements on basic styles, plus the 
needed stimulant of new patterns. Each 
of these is necessary to do a normal, 
healthy children’s shoe business. 

Our own suppliers and, as far as we 
know, all suppliers are doing an excel- 
lent job of equal distribution of their 
output to their accounts of long stand- 
ing. I for one am grateful to have had 
business dealings with my resources. 
From personal visits to several chil- 
dren’s shoe factories, recently, it be- 
came evident to me that a distinct sense 
of responsibility exists in these plants 
toward seeing that their loyal accounts 
are given equal consideration in getting 
needed shoes before the thought of 
adding new accounts, no matter how 
enticing, is entertained. 

Most manufacturers indicate it will 
take the year 1946 with favorable work- 
ing and material conditions to give their 
accounts a good working stock of shoes. 
They are not thinking of enlarging 
their capacities, for all are of the opin- 
ion that the current abnormal demand 
for top grade children’s shoes will level 
off greatly within the next 12 to 18 
months. ~ 

During the past four years a great 
many new customers came to The Chil- 
dren’s Bootery, people who prior to 
1941 would never think of paying $5.00 
for shoes for a three-year-old youngster- 
Even with shoe rationing a thing of the 
past, family bankbooks are still in a 
healthy condition, and there does not 
appear to be much chance of relieving 
the strain on the high-grade shoe situ- 
ation. 

Even with that in mind, this store 
expects to lose 30 to 40 per cent of 
wartime customers, who will go back 
to the lower grades they previously 
purchased, 

And how will that affect us? This 
store is now twice the size it was four 
years ago. There are twice as many 
employees. Overhead has tripled in rent, 
salaries, services and increased adver- 
tising programs. 

How will that affect the volume and 
what are we planning to do to offset 
that 40 per cent drop in customer traf- 
fic? 

Patrons of The Children’s Bootery 
prior to shoe rationing were in the 
habit of purchasing two pairs of shoes 
for each child at each sitting. Ration- 
ing killed that practice. These old cus- 
tomers, plus the new ones made since 
1941 and held through good merchan- 
dise and individualized service will 


more than make up any drop in traffic, 

Then again, besides increases in yol- 
ume from old customers who are now 
endeavoring to satisfy their pent-up 
demand for good shoes, this establish- 
ment is mapping out an advertising 
program which will bring the merchan- 
dise and services of the store to all 
those in our community who are inter- 
ested in and appreciative of such shoes 
and fitting services as have built the 
reputation of this store. 

During the past four years of man- 
power and merchandise shortages, the 
thought of complete individual atten- 
tion to our trade has been maintained 
and now that policy is paying dividends. 

One customer convenience added a 
few years ago was a complete shoe re- 
newing and adjustment service under 
the foremanship of an expert in shoe- 
making. This department since its in- 
ception has been operated at a finan- 
cial loss, but it did heroic work in 
keeping our customers satisfied with 
their wartime shoes. 

No general shoe repairing is ac- 
cepted, and only such work as originates 
within our store goes through this ser- 
vice department. Through this shoe re- 
pairing has been built a bond of confi- 
dence and good-will which is apparent 
now and which should continue to grow 
in effectiveness. 

With this in mind, that possible 40 
per cent loss in transiegt traffic is not 
worrying the management in the least. 
Parents whom we have pleased during 
the past seven years, and more impor- 
tantly, during the past four years, will 
continue to trade here, regardless of 
prices or distance as long as the store 
gives them tops in fitting service and 
tops in merchandise. 

While the store has done a tremen- 
dous amount of business the past few 
years, it has not made an enormous 
amount of money, as the policy here is 
a decided willingness to “give” and not 
just to “get.” Frankly, we expect to 
make more money in the next few 
years from patrons who are apprecia- 
tive of our efforts. This is a culmina- 
tion of many years of consistent striv- 
ing, without regard to long store hours 
or immediate financial returns. 

Many of the transients have indi- 
cated that they are becoming permanent 
patrons, because of the individualized 
fitting service they have experienced 
and what their pediatricians have told 
them about the store’s careful fitting 
and correction services. 

Take it from ome who has been 
through the mill, it takes years of hard 
work and honest toil to build up a con- 
fident children’s shoe clientele, even 
when shoes are plentiful and expert 
shoe fitters are available. 


Boot and Shoe Recorder 





TOP O’THE PLAYSHOE BUSINESS TO YOU! 


WITH sl fle 
(A eaves « STYLE 


DELIGHTFULLY CALLED 


650—Woven Huarache 
Sandal, white leather, white 
and brown, white and red, 
white with patent $3.06 


Sizes: 4-9, half sizes 5-9 


It takes real genius and the brightest kind of style touch to conceive 
and make clever playshoes like these. Fred Jacobs combines 
both in PLAYTOPS and with his usual penchant for 
quality, brings to them genuine California Con- 
struction and all leather soles. 





JANUARY AND FEBRUARY 


DELIVERY ree 
Case lots 36 prs. or 18 prs. f J 635—T-strap Leather 
each style and color. Terms: n Sandal, white, brown, 
2% 10 days, Net 30, F.O.B. beige, red $3.06 


New York. : 
Sizes: 4-9, half sizes 5-9 


eenmmermeras 4 


640—Cross-Strap Leather 

Sandal, white, red, beige 
$3.06 

Sizes: 4-9, half sizes 5-9 


@0—Gabardine Play 
Shoe, studded forepart, 
yelow with black, red 
wih royal blue, char- 
feuse with fuschia, white 
with brown, all white 

$2.80 


Stes: 4-9, half sizes 5-9 


i Se he ee ee 


SHOE &€ SLIPPER CORP. 
200 CHURCH STREET. NEW YORE 13 





FRESSES* Sf 


ak 


he play-time mood for comfort es- 


tablishes the sHuUGOR mode. Shoes 


that respond to this mood of the wearer 


are truly play shoes. sHuGOR allows the 
foot the comfort it deserves — either in 
action, or in repose. SHUGOR permits a shoe 
to yield where it should, for the flexing 
give-and-take of sports and play. Only 
shoes structurally improved with sHUGOR 
can give such ease-in-action, such ’round- 
the-clock comfort, while retaining smart 
style and appearance. We have assisted 
many manufacturers in making play shoes 


fit, and will be pleased to work with you. 


THOMAS TAYLOR «& SONS fatincae 
incorporated TAYLORED -TO-FIT HUDSON, MASS. 


COPR 1965 THOMAS TAYLOR & SONS ‘~~ 


Boot and Shoe Recorder 














Plough Shares Listed 
On N. Y. Exchange 


MempPuHis, TENN.—The recent listing 
ef the shares of Plough, Inc., on the 
New York Stock Exchange was a ful- 

t of a 37-year dream of its foun- 
der, Abe Plough. In 1908 he went to 
work in a neighborhood drug store 
after school to “learn the retail busi- 
ness.” His apprenticeship implanted in 
his mind a keen desire to study the 
needs and problems of the retail trade. 

Within a short time he borrowed 
$125, rented a one-room “plant” and 


started his one-man business. His ca- 


pacity was 25 packages a day. The one- 
man business has grown until today 
there are more than 1000 employees; 
its sales volume from a few hundred 
dollars to more than 10 million dollars 
a year. 

The company manufactures, pack- 
ages and sells directly, or through sub- 
sidiary companies, a widely diversified 
line. Among the 129 nationally sold 
products is Mufti Shoe White. To sell 
and distribute its products Plough, Inc., 
employs 104 salesmen. They are im- 
plemented by advertising in daily and 
weekly newspapers, magazines, and 
over radio stations from coast to coast. 
Retailers and wholesalers are kept fully 
informed through a large trade paper 
advertising campaign. 

The company’s main offices, laborato- 
ries and manufacturing plants are lo- 
cated in Memphis, Tennessee, with 
office and warehouse facilities in New 
York, and contracts for the manufac- 
’ ture and storage of their products in 
Mexico City, Mexico; Barranquilla, Co- 
lombia; Caracas, Venezuela; Havana, 
Cuba, and Lima, Peru. 

Prior to its listing on the New York 
Stock Exchange, the stock of Plough, 


Inc., was traded on the New York | 


Curb Exchange. 


Information Wanted 


New York—Information is being 
sought concerning the whereabouts of 
Jack (Jacob) Canton, alias Goodman, 
who disappeared from his home here in 
1931. He was born in Russia in 1894, is 
5 feet 4 inches tall, weighs 135 pounds, 
has dark brown hair, greyish eyes and 
May be wearing glasses. He was a 
shoe worker by occupation. Anyone 
aware of his location is requested to 
communicate with the National Deser- 
on Bureau, 57 W. 47th St., New York 

ity. 


——_— 


To Expand Neolite 
Production 


AKRON, OHIO.—The Goodyear Tire & 
Rubber Company has announced a post- 
war expansion of its production of Neo- 
lite soles to include soles for the shoe 
repair market. Factories at Windsor, 
Vt, and St. Mary’s, O., are already in 
production with manufacture scheduled 


January 15, 1946 
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¥ Who says they've only nine lives... 
Vv 


One for every 
single month in the year... 


and it’s no wonder Playfuls are 





such a year-in, year-out easy selling 
proposition. They've got the thing you find least in 
children’s shoes... the thing that’s the 


biggest selling force in the world 


In sizes 8&to 3... to retail 


WEBER SHOE COMPANY 





today—FASHION! It’s a new appeal -—it’s a sure appeal. 
from $4 to $5. 


© SAINT LOUIS 4, MISSOURI 





to start soon in a new addition to a 
company plant at Gadsden, Ala., ac- 
cording to H. L. Post, manager of 
Goodyear’s Shoe Products division. 

“The release of more leather soles for 
new shoes has not slowed down the de- 
mand for Neolite,” Mr. Post said. Now, 
he said, this product may be obtained 
in black, brown, natural, red and 
white. 

Neolite was introduced to the shoe 
repair trade for women’s shoes last 
September and early in 1946 will be 
available to shoe repair shops for all 
types of shoes. 


Covers Western Territory 


Cuicaco, ILu.—The management of 
The Scholl Mfg. Co., Inc., as well as his 
many friends noted with deep regret 
the recent passing of John W. Alexan- 
der. Mr. Alexander, salesman for the 
Western Shoe Division of the company, 
traveled the Northern California-Ore- 
gon territory and made his home in San 
Jose, California. 

J. Hershberger, a former ship’s offi- 
cer on a Liberty Ship and a Scholl rep- 
resentative before he entered the ser- 
vice, supersedes Mr, Alexander in his 
territory. 
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Why, Fibse- verti Joles Ilan Roca ddlet 


Though rationing is just a memory, the American 


customers’ habit of buying better shoes continues 

. because they've come to recognize the extra 
value that is in the better leather soles on those 
shoes. And the best soles are mated for more even 
fais and wear. 


FIBRE-SORTING, the England-Walton way, provides 
superior matched soles that keep shoes on the 
March of Wearability. E-W sorters have that trained 
““insight’’ to discover even the slightest differences 
of inner fibre construction . . . assuring retailer 
and customer repeat orders for those manufacturers 


who demand FIBRE-SORTED leather soles. 


FIBRE-SORTING provides that extra plus in sole 
leathers that offers you a vital and valuable selling 
feature. 


Boston Camden Peabody NewYork St.Louis Columbus Milwaukee 





POLARIZED LIGHT PARALLELS 
KEEN “INSIGHT” OF ENGLAND-WALTON SORTERS 


Even wear-resistance and flexibility result from E-W fibre- 
sorted mated soles. 

Set 1 of these paired photomicrographs shows how unmatched 
flexed samples develop uneven stress lines . . . comparable to 
internal structures of unmatched leather soles. Result: anequal 
wear service. 

Set 2 reveals uniform stress lines as in soles mated by E-W 
sorters. Resule: better, even wear. 











ENGLAND-WALTON 


Fibre-sorted soles. Cut soles and 
sole leather. Pure oak bark tanned 


A. C Lawrence Leather Co. 


Los Angeles San Francisco Ashland, Ky. Newport, Tenn. Hazelwood, N.C 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





Eager Buyers Flock to Mid-Atlantic Show 





Find Allotment Quotas Still in Force as They Seek to Replenish Shoe 
Stocks at 32d Annual MASRA Meeting 


PHILADELPHIA—Shoe men from Penn- 
sylvania, New Jersey, Delaware, Mary- 
land, Virginia and District of Columbia 
gathered in large numbers at the Phila- 
delphian Hotel, here, January 13, 14 
and 15, for the 32d annual meeting and 
shoe show of the Middle Atlantic Shoe 
Retailers’ Association, which gave every 
evidence of being one of the biggest 
conventions the association has held in 
Many years. 

Ever since the association has fol- 
lowed the practice of opening its shoe 
show on Sunday, that day has brought 
a peak attendance of retailers, many of 
whom found it difficult or impossible to 
be absent from their stores on other 
days. This year the merchants were 
More eager than ever to buy shoes to 
replenish the stocks that have dwin- 
dled steadily under the heavy selling of 
Tecent months. They found allotment 
quotas still in force on manufacturers’ 
lines, and wholesalers also were in the 
position of being obliged to limit their 
Sales, due to the acute shortage of types 
of merchandise that are in greatest de- 
mand. 

The program for the opening day 
Was confined mainly to the show fea- 
tures, with hundreds of visitors crowd- 
ing the floors of the hotel that were 
assigned to exhibitors’ displays. These 
included the first, second. third, fourth, 
fifth and sixth floors and the mezzanine 
floor. Aside from inspection of these 
displays of new Spring and Summer 
footwear, the only program feature on 
Sunday was the customary meeting of 
the MASRA directors and show man- 
agement committee at 4 P.M. 

There was only one general business 
Session and discussion meeting on the 
convention program, namely, a noonday 
luncheon meeting at the Philadelphian 
1 Monday. This was called together 
by MASRA President J. H. Geiger, who 
Tead his official message to the associa- 
tion following pronouncement of the in- 
Vocation. Other speakers on the pro- 
ram were William W. Stephenson, 

_ €xecutive vice-president of the National 
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Shoe Manufacturers’ Association, and 
George N. Johnson, president of Lit 
Brothers, the well-known Philadelphia 
department store. Following their ad- 
dresses there was a brief question and 
answer period, after which the election 
of MASRA directors for the coming 
year took place. Association officers 
were elected at a subsequent meeting of 
the directors. 


Associates Elect Officers 


Boston, Mass.—A. §S. Burg was 
elected president of The 210 Associates 
at the annual meeting of the group 
held here recently. Other officers 
elected were: Albert E. Gordon, first 
vice-president; Francis B. Masterson, 
second vice-president; A. A. Bloom, 
third vice-president; Abe W. Berkowitz, 
treasurer; Morris Rosenston, secretary. 

Elected to the board of directors for 
a three-year term were: Nathaniel P. 
Lyons, James J. Molloy, Samuel D. 
Saxe, Albert D. Aronson. A. Shapiro 
was named trustee of a permanent fund 
for a three year term. 

A large number of members attended 
the meeting, with members from the 
Middle West as well as from New Eng- 
land present. 


Opens New Store 


SepaLia, Mo.— John Schlaffer, for 
the last nine years operator of his own 
shoe department in the store of the 
C. W. Flower Drygoods Co., here, has 
opened a store of his own at 107 East 
Third Street. The store, known as 
John’s Shoes, caters to women only and 
features a number of well-known brand- 
ed lines. 

Mr. Schlaffer has had 23 years of 
experience in the fitting and selling of 
shoes. His new store, well appointed 
and well arranged, permits him to carry 
a larger and more varied stock than 
heretofore. Assisting him in serving 
customers are James W. Ripley, Miss 
Wilma Jean McVey and George R. 
Thompson. 





October Production: 


Shows Gain 


WASHINGTON—Production of boots, 
shoes and slippers, other than rubber, 
amounted to 42,037,267 pairs in Octo- 
ber compared with 37,239,901 pairs in 





PRODUCTION OF BOOTS, SHOES, AND 
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September and 40,301,956 pairs in Oc- 
tober, 1944, according to a monthly re- 
lease by the Department of Commerce, 
Bureau of the Census. Total production 
for January through October, 1945, 
amounted to 409,045,477, an increase of 
5.4 per cent over the same ten-month 
period for 1944. 

Production of footwear for the gov- 
ernment, including military and other 
types, totalled 1,049,756 pairs in Octo- 
ber, a slight decline from the Septem- 
ber figure, and less than a third of the 
October, 1944 figure. Total for the ten- 
month period was 41,049,061 pairs, 10.8 
per cent higher than that for the same 
period last year. 

Production of men’s dress and work 
types amounted to 7,819,289 pairs in 
October, a gain of almost two million 
pairs over both September, 1945, and 
October, 1944. Total for the ten month 
period was 53,732,478, a loss of 9.1 per 
cent from the same period last year. 

Output of youths’ and boys’ shoes in 
October was 1,598,539 pairs, represent- 
ing approximately the same slight in- 
crease over the month before and the 
same month in 1944. The ten-month to- 
tal was 12,875,513 pairs, a decline of 
12.4 per cent from the first ten months 
of 1944. : 

Women’s shoe production in October 
came to 15,886,054 pairs, slightly high- 
er than the month preceding and the 
same month last year. Total for the 
January through October period was 
165,687,231, a gain of 4.8 per cent over 
the same period in 1944. 

[TURN TO PAGE 119, PLEASE] 
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Style No. 6132 Brown 
Men's Sizes 6-12 
Boys’ Sizes 1-5. $1.70 


MOCCASINS. Beat this Vain 


Genuine Leather Uppers 


Orthopedic Brown 
Rubber Soles 


Raised Moccasin Toes 
Rolled Collars 
Heavy Cotton Laces 


Immediate Delivery 


THE ARNOFF SHOE CO., IO] DUANE ST., N.Y. C. 


Marple to Head National Shoe Travelers 


Election of Officers Held at 35th Annual Convention in Chicago— 
Association to Publish Year Book for Members 


CuHicaGo, ILL.—On January 4 the 
National Shoe Travelers’ Association 
held its 35th annual convention in the 
Zephyr Room at the Morrison Hotel, 
here. Slated originally as a two-day 
affair, business proceedings were ex- 
pedited so that all projects were formu- 
lated and passed on during the one day. 

Representatives were present from 
the following groups: Cincinnati, Iowa, 
Indiana, Northwestern, Midwestern, 
Philadelphia, Southwestern, Southern, 
Central States, West Coast, Wisconsin, 
and Michigan Shoe Travelers’ Associa- 
tions, in addition to a good representa- 
tion from the Chicago group. 

Election of officers resulted in the 
retiring president, J. C. Simmons, turn- 
ing the president’s gavel over to Harold 
S. Marple who had been Mr. Simmons‘ 
vice-president during the past two 
terms. Mr. Marple is also secretary- 
treasurer of the Iowa National Shoe 
Travelers’ Association. Succeeding Mr. 
Marple as vice-president is Harry J. 
Evans of the West Coast Shoe Travel- 
ers’ Associates. Norman N. Souther 
was again elected secretary-treasurer. 

First on the agenda when the meet- 
ing convened was the discussion of 
publishing a year-book. All those pres- 
ent approved the plan which calls for 
the printing of 20,000 such books where- 
in will be listed the entire membership 
of the National, editorial news pertinent 
to. the interests of the organization and 
a detailed history of the growth of the 
association. It is planned to send copies 
of this book to outstanding shoe buy- 
ers throughout the country and other 
important factors in the industry as 
well as to the whole membership. 

It is also planned to issue a bulletin 
from the National office every three 
months to all members whereby all 
affiliates of the National will be kept 
in regular touch with each other’s ac- 
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tivities. A working agreement has 
been evolved with the National Asso- 
ciation of Women’s and Children’s 
Apparel which should prove mutually 
advantageous. The National Associa- 
tion of Men’s Apparel will also be in- 
cluded in such an arrangement, the 
contacts to be constantly enlarged and 
expanded. The same is planned with 
other salesmen’s associations through- 
out the coming year. 

Active in the discussions were Jack 
Clark of Lincoln, Nebraska, past presi- 
dent of the National; Leo Carlock, 
president of the Southwestern group; 
J. Roscoe Sells, secretary-treasurer of 
Central States; Carl Ortland, president 
of the Iowa Travelers; Ed Trench, 
president of the Northwestern, Sam 
S. Weiss, president of the Midwestern, 
and Bill Drummond, president of the 
Chicago group. In looking back over 
1945 the convention agreed that the 
year had been a successful one in view 
of the steadily increased memberships 
gained. All discussions stressed the 


importance of unity, the goal of accom. 
plishment to be achieved through menm- 
bers working through their local groups 
and secretaries. All felt assured that 
the coming year would show added 
members and further cement sound 
relationship with the National Shoe 
Manufacturers’ Association. All those 
present renewed the pledge to eliminate 
all unfair practices and to lend their 
aid to the industry to produce a com 
stantly improved quality product whith 
the consumer is interested in buymg 
and willing to pay for. 

The loving cup awarded each year 
to the affiliated member group showing 
the greatest percentage in increased 
membership was awarded to the Phila- 
delphia Shoe Travelers. 


Hold Meeting in Boston 


Boston, Mass.—At a genera! meet 
ing of the members of the New England 
Shoe Foremen and Superintendents’ 
Association held at the Hotel Essex, 
here, recently nominations for officers 
and members of the board of directors 
were accepted as follows: 

President, Hyman Snider; first vice 
president, Henry Miers; second vice 
president, Chester Rodenbush; third 
vice-president, Anthony LaTorre; se 
retary, Fred Moynahan; treasurer, 
William Trites; financial] secretary, 
John Cocozella. 

Board of directors (three years): 
Umberto Candido, Irving Katz, Ben- 
jamin Braverman, Abraham Isenberg, 
Harry Ross, Ephraim Lederman, Sam 
Miller. Two years: George H. Gar 
vey, Isaac Norman, Abraham Rogoff, 
Harry Braverman, Benjamin Fish, 
Joseph LaTorre, Alexander Joyce. One 
year: Samuel Shind, Benjamin Snydet, 
Louis Lulow, Harry Kobrin, Aime 
Peloquin, Louis Pellegrini, Joseph 
Rubin. 

Reports were given on the 1946 Ad 
Book and the annual banquet which 
will be held at the Hotel Statler om 
January 5, 1946. At the time of the 
meeting all tickets for the banquet had 
been sold. 
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GIVEAWAYS! 


THE SHOE RETAILER'S 


SURE-FIRE 
GOODWILL 
BUILDER 


Write for our 
newest 
trated catalog 
of souvenirs and 
advertising nov- 
elties for boys 
and girls. 


iflus- 


ASK FOR CATALOG 25A 


No. 500 


Hose Catchers 


Try to catch the ring on the nose. 
Here is real play appeal and valve. 
Colorfully printed on sturdy 40 pt. 
cardboard. 11” long. Two styles to 
every order. 

Price, with your ad, 

1000—3 % ¢ each 
576—4c¢ each 
288—4',.¢ each 

Without ad, 288 imin.)—4c each 


No. 1000 


Aypuotop 


Tekwood base spinning top, with red 
wood peg. Assorted colors, spirally 
imprinted. Same ilivsion as the bor- 
ber's pole. Disk is 44%" diameter with 
metal eyelet centerhole. Pegs and disks 
pocked separately for shipping con- 
venience. Peg fits easily into center- 
hole. 

Price, with your ad, 1000—4< 
576—4 Vac each 
288—4',< each 

Without od, 288 (min.)—4c each 


each 





THE Lederer INDUSTRIES, Inc. 39-45 WEST 19th STREET - NEW YORK 11, N. Y. 
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Spring Show Scheduled 
For April 
Kansas Crry, Mo.—J. Rescoe Sells, 


secretary-treasurer of the Central 
States Shoe Travelers, has announced 
that the organization’s Spring show 
will be held at the Hotel Muehlebach 
and Phillips, here, on April 28-29-30. It 
is anticipated that at least 75 exhibit- 
ors will show their lines from manu- 
ufacturers and jobbers. Buyers from 
the areas including Missouri, Kansas, 
southern Nebraska, Colorado, southern 
Towa, Oklahoma and Arkansas are usu- 
ally visitors to the Kansas City shows. 


Enter Wholesale Shoe Field 


Cuicaco, Int.—Miller, Schwartz & 
Company has entered the wholesale 
shoe field with the moving of their main 
office from 1341 South Halsted Street 
to 45 South Wells Street. Hy Miller 
will be in charge of the wholesale 
branch which will feature a complete 
line of women’s shoes. Frank Schwartz 
is manager of the retail branch which 
includes seven stores. 


Lustig’s Adopt Profit 
Sharing Plan 
Youngstown, O.—Lustig’s, Inc., have 


adopted a profit sharing plan for their 
employees, it was announced by Bert 
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St. Lowis, Mo.—Executives in the recently formed general partnershi 
the Monogram Slipper Company, here. Left to right: Russell Byrne, aud 


- Form Slipper Firm in St. 


Since 1902 


Ls bs 


operating 
r; Joseph 


Goldstein, purchasing and sales; Archie Bregman, general manager; Melvin Nichol- 


son, production. 





Lustig, secretary of the firm, at a re- 
cent banquet. The plan gives to those 
employees who have been with the firm 
for thirty-six consecutive months or 
more, fifteen per cent of their yearly 
base salary. This is given to them ‘in 
the form of either an annuity or an en- 
dowment plan. Any employee who qual- 
ified as to the length of service neces- 


sary, and who was in the armed forces 
at the time of the plan’s inception. was 
included in the benefits. At present 
twenty-three employees share the plan. 

The plan is entirely administered by 
employees. The committee consists of 
Francis Gottron, Clarence Heintzelman, 
Joseph Randolph, David Richards. 
Jerome Friedlander. 
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Features of 5 Construction: 

* Balanced Broad Tread FB Lasts 
© Arch Supporting Counters 

© Anatomic Snug-Fitting Heels 

© Heels Wedged at Inner Border 
® Molded FB Steel Shanks 














Altschul Corrective Shoes provide normal, 
gentle but effective support. 

Our facilities are still engaged in supplying 
our regular customers; but we promise these 
fine shoes to others as soon as production 


warrants. 


JULIUS ALTSCHUL, INC., 117-125 GRATTAN ST., BKLYN. 6, N. Y. 

















OFF TO A GOOD 


START IN 


ST. LOUIS 


AT 


WASHINGTON AT NINTH 
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Stores Report Low 
Inventories 


Casper, Wyo.—The beginning of a 
new year found nearly all stores with 
the lowest inventories on record. Some 
had very little merchandise to meet the 
heavy holiday.demands. One store re- 
ported that if it had not been for the 
few pairs of low heel styles and some 
leftovers of non-rationed fabric shoes 
they would have had absolutely nothing 
to offer the teen-agers and juniors, and 
this continues to be the department 
-with the most serious shortages. 


Returning servicemen, anxious for 


Test Your Boot and Shoe I.Q.! 


No. 1. Footwear in Literature 


Fill in the blank spaces with titles 
which have to do with footwear. Score 
5 points for each correct answer. If you 
total 55 or above, you're a footwear 
genius! Excellent scores range from 45 
fo 55; 30-45 is about average. But if 
you make less than 30, you're a foot- 
wear moron! 

1. A very old fairy tale: 

2. Famous poem by Rudyard Kipling: 

. Nursery rhyme concerning poverty: 
A well-known American comic strip: 
Famous trumpet call: 

. American Negro spiritual: 

. Story of a cat who made good: 
Recent detective novel: 

. A well-known poem by Edwin Mark- 


ham: 
. Familiar children's counting rhyme: 
. Series of famous frontier novels: 
Title of a popular song {watch this 
one!): 


[Answers on page 121] 





something different from what they 
have worn for so long, bought heavily 
during the holidays, and in most cases 
asked for wing tips or practically any- 
thing except plain toe styles. This 
caused a greater shortage in men’s de- 
partments than has been noted for 
some time. 

Empty shelves and bare display 
counters speak emphatically of the need 
for more shoes in all lines. 


To Open New Plant 


LOWELL, MAss.—Lowell’s importance 
as a shoe manufacturing center has re- 
ceived another boost with the announce- 
ment that the Vin-Bro Shoe Co., for- 
merly of Norridgewock, Maine, will lo- 
cate in this city early this year. 

The firm, under the management of 
George and Seymour Vinecour, has 
leased 31,000 feet of space in the giant 
local industrial center—Jackson Prop- 
erties on Jackson Street. 


Opens Juvenile Store 


Utica, N. Y.—Jons Juvenile Shoe 
Shop has been opened by John J. Casa- 








lett at 551 Bleecker Street. The store 
carries a complete line of footwear for 
children. Mr. Casalett, who has been 
in the slioe business for 17 years, re 
cently managed the shoe department 
of the Carl Company, Schenectady, 
N. Y. 


To Start Casual 
Shoe Production 

BROCKTON, Mass.—The Nathan Lis- 
sak Co., newly established to produce 
women’s casual shoes, expects to start 
preduction shortly. The factory occu- 
pied by the former Diamond Shoe Co. 
is being equipped for the new company. 


Boot. and Shoe Recorder 





ESZSESEFFBETSRT 


ar VTERFE CS hESTEA LE TRESS a 


Trend to Watch 


[CONTINUED FROM PAGE 49] 


Jy. It has not yet reached its final stage, although “every- 
one” now has a last on a 6/8, 7/8 or even 5/8 heel. When 
it does, we can expect its influence to appear in two ways. 
it will be evident in even more very low heel shoes on the 
qarket; some of these opened-up, of course. It will also 
probably be seen in more closed patterns on all heel 
heights, including high heels. There has been a feeling for 
this kind of shoe in the closed d’Orsay pumps sold the 
past several seasons. Other closed shoes will no doubt 
appear; perhaps the seamless pump—beautiful and classic. 
More closed shoes on all heel heights are already in the 
style picture in the form of open back shoes with closed 
fronts. The next development should be the appearance, 

ly in Fall lines, of more style shoes with closed 
acks as well as vamps. 


What Doctors Want in Orthopedic Shoes 


Wate almost everyone has experienced foot discomfort 
‘at one time or another, only a relatively smal] proportion 


; ‘the population is handicapped with serious disorders. 


include the weak foot, the club foot, the congenital 

foot, the paralytic foot and the spastic foot. All of these 
“Major disorders should be attended to by an orthopedist. 
‘Ip many instances treatment should be commenced at an 
“tarly age. 
> Barring serious ailments, however, what about the great- 
@ percentage of people whose foot condition may not be 
Serious enough to consult an orthopedist? Some may go 
a general practitioner for advice, others may go directly 
Wan orthopedic shoe store. From the doctor’s standpoint, 
‘what type of shoes should the orthopedic store carry which 
will best fill the needs of these people? Doctors generally 
agree on the following points: 
_ Orthopedic shoes need not be clumsy or awkward. Style 
and beauty are compatible, at least to a certain extent. 
Many doctors approve a large variety. of shoes on the 
market, but there is room for improvement in beautifying 
the conservative types which follow the natural lines of the 
foot. 

Walking is one of the most important functions of the 
human body. When one walks correctly, he protects him- 
self against jars to the brain, the spinal cord and the ab- 
dominal muscles. Therefore shoes must be free from pres- 
sure and strain. They should have a moderately straight 
inner line and provide ample toe space. They should be 
Wide enough through the soles to permit freedom of move- 
ment and free distribution of weight through the heel, ball 
and toe. 

While some doctors advocate flexible shanks, and others, 
rigid shanks, it is generally agreed that the semi-rigid shank 
is best. It is important that the heels should fit snugly. 
While any heel is a compromise with nature, most doctors 
agree that a heel one inch to one and three-quarters inches 
can be worn by the majority of people without difficulty. 

In recent years manufacturers have taken up the problem 
of incorporating beauty into orthopedic shoes with the re- 
sult that many shoes now on the market are a triumph over 


the first models. 
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Getar SHOES 
tor LITTLE AMERICANS” 


GREAT LITTLE TIME SAVERS! 


PRICE TAGS 


to harmonize with your trim colors, 





20 different color designs on tags 


IN - STOCK 


Tell us your trim colors and we will send samply 





154” x 21/4,” 
109 different 
Prices In Stock 


Size 6 dozen—$1.50 
12 dozen— 2.50 
CANADA: 


6 dozen—$1.70 
12 dozen— 2.80 





M. 


LNAWLYVYd3qd AZDIAYAS SINWHOUAW 





With Store Name Imprinted: 
144 Tickets $4.25 
288 Tickets 6.75 
CANADA: 


144 Tickets $4.55 
288 Tickets 7.35 


Any selection of prices desired 


O. or Check with Order Please; 


DISPLAY CARDS: 75¢ Each; 3 for $1.85 
List of texts to select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 
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Syrian Firm Sells Shoes, Hosiery 


ae ae 


New York.—The above photo came to Recorder offices from Najjer Bros. & Co., 
established in Beyrouth, Syria, since 1913, specializing in shoes and hosiery. Aside 


from the firm's wholesale business, they run their own retail stores 


centrally located 


facing the two busiest thoroughfares in the city. 





4 
Sets 1946 Production 
At 550,000 Pairs 

Boston, Mass. — “Shoe production 
during 1946 should reach an all-time 
high of approximately 550,000,000 
pairs,” said Maxwell Field, executive 


vice-president of the New England 
Shoe and Leather Association, in a fore- 
cast of what developments may be ex- 
pected to take place in the shoe indus- 
try in 1946. This compares,” he 
continued, “with a peak output of 498 
million pairs in the pre-war year of 


208 SOUTH STATE STREET 


& CHICAGO 4, ILLINOS 


1941, and 490 million pairs produced 
during 1945. 

“Consumer and retail demand for 
shoes is unlimited, with materials and 
manpower the only limiting factors. 
Leather supplies will be available in 
greater quantities during 1946 because 
of slight military demands; increased 
domestic slaughter and tanning of cat- 
tlehides plus higher imports of goat and 
sheep skins; and greater number of 
workers employed in the leather in- 
dustry. 

“Employment in the shoe industry is 
expected to increase substantially dur- 
ing 1946. Pre-war employment reached 
@ quarter-of-a-million workers, where- 
as we estimate only 165,000 shoe work- 
ers were employed last September, the 
latest month for which such informa- 
tion is available. It is interesting to 
note that from January, 1941 to Sep- 
tember, 1945, shoe weekly wages in- 
creased from $19.58 to $32.95, or 68 per 
cent; and average hourly rates rose 55 
per cent, from 53 to 82 cents. 

“The shoe and leather industry faces 
the first full post-war year—1946— 
with a determination to lead all indus- 
try in expanding production and em- 
ployment above former peak levels, for 
the general prosperity of our entire 


country.” 
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Open Four New Units 


HARRISBURG, Pa.—Herman Latt, pro- 
prietor of Hermann’s Shoes, with head- 
quarters in the Bergner Building in 
Harrisburg, Pa., has announced the 
opening of two new shoe stores, bring- 
ing to a total of four those operated 
by the well-known shoe man. 

A semi-parlor type store was opened 
recently in Altoona. William Kenefic, 
who had been with the Lancaster store, 
has been named manager of the new 
store, 

A department has been opened by 
Mr. Latt in a new store, Toby’s, in 
Chambersburg, Pa. In addition to wo- 
men’s shoes and handbags, the depart- 
ment has added a children’s section. 
Tom McNullis, who had also been con- 
nected with the store in Lancaster, has 
been appointed manager. 

Hermann’s Shoe Store in Lancaster 
will go under the managership of 
T/Sgt. William Cooper, who was man- 
ager of the store before his entry into 
the service. Sergeant Cooper, who is 
now awaiting discharge, served for 
three years in the Pacific. The fourth 
store is located in Harrisburg with E. 
C. Querry as manager. 

All of Hermann’s Shoe Stores will 
continue to handle the same high-style 
women’s shoes which they have handled 
in the past. 
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Style msumber (12) 
Doeskin, black, red, blue, 
number (18) 
Siee—-3 to 9, medium 
width, full sizes 
Packed—36-pair cases 
Terme—Net 30 


PRIMA 


k to New Shoe Department 


= 


Providence, R. |.—Newly remodeled women's shoe department at the Boston Store. 
here, makes use of large areas which lend an atmosphere of spaciousness to the 
section. This department is managed by William R. Briggs. 





Store to Add New Lines 


Topeka, Kansas.—The Seeley Shoe 
Company, Topeka, will have a new 
home about February 15 when it moves 
to 716 Kansas avenue, according to re- 
ports. The shoe store has been at the 
present location, 515 Kansas avenue, 


for the past thirty years.. A modern 
front will be installed and several 
necessary changes will be made there, 
Ed. Seeley, owner, announces. 

Before the Seeleys bought the store 
in 1940, the store was known as Payne’s 
Annex, and was managed by Ed. 
Seeley for twenty-five years. 
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Big Since 33... Ketter in °45 


STADIUM cazeea SUN VALLEY BOTS: 


Will Reach Even 
Greater Strides in °46 


@ 1933 to °45 were great years for our dealers... greatest in their 
history! And if more Stadium and Sun Valley Boots had been available, 
they would have been still better and more profitable. 


@ Plans are well advanced here at Consolidated to make more, 
THOUSANDS MORE, and BETTER Stadium and Sun Valley Boots this 


year. 


@ Designs have been changed and new, improved materials are being 


adapted to make these boots more attractive to your customers and longer- 
wearing too. 


@ Well before the actual “making” starts on 1946 Stadium and Sun 
Valley Boots, the production facilities of our Malone factories will have 
been more than doubled, guaranteeing prompt deliveries, in ample quan- 
tities, before next Fall. 


@ Thus, in quality, in sales and in profits, 1946 will leave nothing to be 
desired by Stadium and Sun Valley Boot dealers and wearers, everywhere. 


*Trade Mark registered 


STADIUM BOOTS =§=s-—s—S—SSUN VALLEY BOOTS 


6Y GONSOLIDATED SLIPPER CORP. 


NEW YORK « BOSTON * CHICAGO 
MALONE, NEW YORK CLEVELAND ¢ LOS ANGELES 
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f Changes 
At Mishawaka 


MisHAWAKA, IND.—To cope with ex- 
postwar business in rubber, 
Yabric, woolen and leather footwear 


J. L. DUNCAN 


lines, the Mishawaka Rubber & Woolen 
Manufacturing Co., here, has enlarged 
its sales staff and has made several 


G. C. WEHMER 


promotions in the organization. J. L. 
Duncan, former assistant manager of 


a | 


L. S. LONG 


sales, is now manager of sales; G. D. 


Babcock, a vice-president and director 
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of the firm who has been manager of 
sales since 1937, advances to the posi- 
tion of director of sales. 

G. C. Wehmer, formerly a district 
sales manager, advances to the position 
of assistant manager of sales. L. S. 
Long, formerly sales supervisor and 
manager of sales research, assumes the 
position of sales personnel manager. 

Mr. Duncan came with the Misha- 
waka Rubber & Woolen Manufacturing 
Company on Sept. 13, 1922, and has 
been associated with the sales depart- 
ment: since December, 1922. He held 
the position of special representative 


from Nov. 16, 1930, to Dec. 20, 1937, 
when he became assistant manager of 
sales. 

Mr. Wehmer came with the company 
Dec. 1, 1987, as a salesman and pro- 
gressed successively to the positions of 
special sale representative, district sales 
supervisor, and district sales manager. 

Mr. Long came with the company in 
June, 1925, directly following his gradu- 
ation from Indiana University School 
of Business Administration. In his new 
position he will have the responsibility 
of building the sales force and handling 
sales personnel. 








@ Natural Color! 


@ Sizes 3 to 8. 








OAXACA 7 = 


@ Full Grain Steerhide—uppers, soles and 


@ Superior Quality! 


The Aristocrat of 
eHUARACHES + 


Lol sor 
f. o. b. 
Laredo, Tex. 


@ Hand Made in Old Mexico! 
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St. Louis, Mo.—Harry G. Johansen, | 
president of Johansen Brothers Shoe 


Company, Inc., here, has taken up per- 
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“OUTDOOR-EES” 
NEW 
SWING-STRAP SANDAL 
WITH 
NAILHEADS 


$4.75 
a pr 
2% 10 days, net 30 
F.0.B. Chicago 
Smooth Elk Leather Upper 
California Process — Leather Sole 
COLORS: Beige and Brown—Blue and Red 
—White and Brown—White and Red—All 
over Red—All over White. 
#£5530—Same style All over Gabardine 
at $2.25 a pair 
Sizes: 4 to 9 
Packed 36 pr. to case, assorted sizes. 
Minimum orders 18 pr. per color. 
Immediate or future delivery 


WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Slippers—Sport Shoes 

19 So. Wells St., Chicago 6, Ill. 











DISPLAY SHOE FORMS 

















MEN'S SNUGFIT RUBBERS 
Pat. Molded Process assures perfect fit. 
CLOG #2068 . Terms 

Fos. ao ™ 0 








HARRY G. JOHANSEN 


manent residence in Los Angeles, Calif., 
and will personally handle sales repre- 
sentation of the line on the Pacific 
Coast—the territory formerly covered 
by the late James M. Hinton. 

Mr. Johansen will continue his ex- 
ecutive direction of the company’s ac- 
tivities and policies. 


Foot-Kind Opens 
Sales Offices 


St. Louis, Mo.—The Foot-Kind Shoe 
Company has announced the opening 
of sales offices in New York, Chicago, 
and Los Angeles. Harold J. Krasner 
and Louis Lyman are in charge of the 
New York office with headquarters in 
the Marbridge Building. 

Mr. Krasner’s business career has 
been devoted almost entirely to the shoe 
industry. He has been associated with 
Montgomery Ward, the Hahne Com- 
pany of Newark, Abraham & Straus, 
Brooklyn, the May Company, and the 
Bellecraft Slipper Company. 

Mr. Lyman has been affiliated with 
Rosenthal Brothers, Boston, and Abra- 
ham & Straus, as a shoe buyer. 

William H. Kesten has joined the 
Chicago office located in the Security 
Building. Mr. Kesten has traveled the 
Middle West for over twenty years and 
is widely known for his direct mail 
activities. Over three thousand retail- 
ers have come to know and to rely upon 
him. 

The Los Angeles office in the Haas 
Building is in charge of J. R. Hame- 
lin. Mr. Hamelin will cover the West 
Coast states where he has traveled for 
many years. 

The Foot-Kind Shoe Company is the 
sales agency for Foot-Kind Shoes manu- 
factured by the Ermtry Shoe Company, 
Owensville, Mo. At the present time the 
company produces a nationally adver- 





BEST GRADE 


WOMEN'S GENUINE OAXACA 


Huarache 


Direct from Mexico 





AMERICAN LAST 


mcs wb Orem 


F.0.B. 
| « ANOTHER TOP VALUE.BY VOLK - 


P.H. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 
also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phila., Pa. 
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MEN'S CASUALS 


* 


MOCCASINS 


Casual Type Moccasin. No-mark Sole 
Men's sizes 7 to 11 


| Write for folder Moccasin and Bowling Shoes 


| CONJOR SHOE CO. 


| 287 BROADWAY NEW YORK CITY 





tised line of infants’ and children’s 
stitchdowns and cement process shoes. 


New Line of Slippers 

Brooktyn, N. Y.—The Good-Will 
Slipper, Inc., is showing a new line of 
men’s and boys’ slippers in leather and 
fabrics. J. D. Kabel will exhibit the 
merchandise during his calls on the 
trade. 
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MANUFACTURERS 


MINNEAPOLIS, MINNESOTA 


R PLAY SHOES 





Holds Simultaneous 
Sales Meetings 


CuicaGo, ILL.—Two conventions, run- 
ning concurrently, were held recently 
in Chicago and New York by The 

_ Scholl Mfg. Co., Inc. Key Shoe Division 

road salesman attended. 

Scene of the Chicago convention was 
the Palmer House. Daily talks were 
given by V. F. Kelley, sales manager. 
E. J. Hartung, general sales manager, 
and J. A. Wagner, advertising mana- 
ger, were speakers. 

The Hotel New Yorker played host 

to the Eastern Shoe Division’s top- 
flight salesmen. F. A. Schanno, sales 
' manager Eastern Division, conducted 
the meetings. Mr. Hartung, Mr. Wag- 
ner, and Mr. E. C. Wellenkamp, educa- 
tional director, were the principal 
speakers. 


Successful Experiment in 
Public Relations 


FRANKFORT, Ky.—A recent copy of 
The General, house organ of the Gen- 
eral Shoe Corporation, carries an ac- 
count of a highly successful experiment 
mn public relations. The Barrett Shoe 
Company opened its factory to inspec- 
tion by the public, recently. Groups of 
schoql children, members of local 
groups, and the public in general 
streamed through the plant to witness 
the various steps through which shoes 
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24 Hours from the Factory to the Window 


oe 


Voge ty 


S?. Louls, Mo. — The inaugural flight of TWA's air freight service between 
St. Louls and the West Coast left St. Lowis January 2nd, carrying nineteen cases 
of Paradise Shoes to the C. H. Baker Stores, San Francisco. The plane is a DC-3, 
used extensively by the Army Air Forces in flying “The Hamp” from India. In the 
photograph from left to richt are: A. J. Braver. Jr.. president of Braver Brothers 
Shoe Company; Roy Sundling, sales manager of the company; Elsie Smith of Kensas 
City, hostess; and W. O. Richardson, TWA Station Manager at St. Louls. 





pass in the process of manufacture. An 
entire day was devoted to the program. 

The Barrett Shoe Company has a full 
program of employee benefits. A mod- 


ern, fully equipped, emergency hospital 
has been opened in addition to a pro- 
gram of life insurance, hospitalization, 
and surgical insurance, 
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NO 
WASTE SPACE 
wiTH THIS GENERAL DISPLAYER 


3 crystal-clear plate glass tiers sup- 
ported by beautiful Lucite uprights %4” 
diameter. Total height 34”, width 12” 


length 30°. Spe Space between § $2750 


Price complete— 


HECHT FIXTURE CO. 


212 S, Franklin St. Chicago, Ill. 














SHOE ORNAMENTS 


e SHOE BEAUTIFIERS ¢ 


by 


DANIELS 


STYLE #51 EXOTIC ROLL 


Made in Biack Patent Leather or Genuine Black, Blue, 
Red, Army Russet, Town Grown Calf. Also White, 
Biack, Brown or Blue Suede. 


” Studded with Silver, Gold or Colored Nailheads 
All Ornaments with Clips 


$1.00 per pair nicer 


immediate and Future aataaen 
Send for IMlustrated Catalog of Shoe Beautifiers 
DANIELS MANUFACTURING CO. 
5403 18th Ave., Brooklyn 4, N. Y. 











Buy Victory Bonds 


















J. F. Donovan Joins 
Plastic Products 


New YorK—J. F. Donovan has 
joined the New York offices of Plastics 
Products Corporation and F. C. Dono- 





J. F. DONOVAN 


van, Incorporated, after five years in 
the armed forces. Mr. Donovan entered 
the Army as a 2nd Lieutenant and was 
discharged a Lt. Colonel. He spent 14 
months in the China-Burma-India the- 
afer and was a member of the Mars 
Task Force, a long range penetration 
unit which fought the Japanese in the 
mountains of Burma. In August of 
1944 his unit made a trip to Manchuria 
to bring out Allied prisoners of war. 

Prior to the war Mr. Donovan was 
in the Boston office of Plastic Products. 
His present duties call for his associa- 
tion with both Plastic Products Corpo- 
ration and F. C. Donovan, Incorpo- 
rated. The latter company is owned by 
his father. 

Two brothers, Lt. (S. G.) Charles 
Donovan of the Navy, and Capt. F. C. 
Donovan, Jr., of the Armored Artillery, 
will join the Boston office upon release 
from the service. 


Hold Conference of 
Field Supervisors 


SANTA ANA, CAL.—James H. Sewell, 
president of Burns Cuboid Co., here, 
has announced the successful conclu- 
sion of a district conference of field 
supervisors, held at the company’s home 
office. Plans for handling the rapid ex- 
pansion of the Cuboid concern and 
methods of training additional person- 
nel were the principal topics of discus- 
sion. The conference culminated with a 
dinner at which the visiting supervisors 
and home office employees were present. 
Bonuses comparable with the progress 
of the firm were given to each of the 
employees, and in turn Mr. Sewell was 
presented with an airplane travel case 
by the employees. 

Present were: Walter McVickar from 
Boston, Ralph Borschow from Ft. 
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MOCCASINS 
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MEN’S MOCCASINS 


CHOCOLATE BROWN UPPERS 
ORTHOPEDIC BROWN SOLES 





~~ sem 


$1.50% 





IN STOCK 
Men's Sizes 6-12 $1.50% 
Write for folder 
Stadium Boots and Bowling Shoes 
CONJOR SHOE COMPANY 


CO. 7-7972 


287 Broadway New York 7, N. ¥, 





oreo 


SPORTING PACS 


IMMEDIATE DELIVERY 


GOVERNMENT SURPLUS 











MEN'S 12" LEATHER TOPS 
SPORTING PAC - Waterproof 
RETAN Upper - RUBBER Bottom 

Sizes 6-13 7-12 
Packed 12 pairs to case 
Terms: F.O.B. N. Y., Net 30 Days 


GOODMAN-HANDEL SHOE COMPANY 


148 Duane St. New York 13, N. Y. 








Worth, Al Posener from Pittsburgh, 
Harry E. Barber and B. B. Frisbie from 
Santa Ana, Rex Dickinson from San 
Francisco and Tom Phillips from Los 
Angeles. Attending the conferences 
were: Dave MacDougall, auditor, Joe 
Mitchell, research engineer, and E. W. 
Elmore, promotion manager. 
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Perfection in dance shoes. 
skilled 


ble, nylon-sewed. Handmade thro: 


Acro-ballet Sandals 
Sueded glove elk in fawn, black, white 
Style number (1) 


Classic Ballet Pumps. Smvoth kidskin, black 
Acre-ballet practice pump 
Style number (6) 


Turn age te ons intermediate pump 
Style number (7) 


~~ 









eeeeeeeeee 
eeeeeee 


eeereeeeeee 


Style number (11) 
Sises—8 to 13, 1 to 9 


PRIMA 






STUDENT DANCE SHOES 
by Puma 






workmen. All leather, wwe dura- 






All Leather Uppers 
Red, Green 


Fine Grain Leather 
Plaid Linings 


“ Regular Half Sizes 















seeeeeee 78¢ In Stock 

oa “ie. At Once Delivery 
xcaie $1.35 iiguetit Ghanian 

scab sabe $1.50 Children’s Sizes 8%-12 


Misses’ Sizes 124-3 





CHILDREN’S ALL 
LEATHER SLIPPERS 


Colors: Brown, Blue, 


Flexible Hard Leather Soles 









Exhibiting, Tri-State Shoe Trav. Show, Jan. 20-21 
Hotel Statier, Buffalo, N. Y. 







Style Ne. 301 
Construction 
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E. C. Blackwell Retires from 
Spaulding Fibre Co. 

NortH RocHESTER, N. H.—E. C. 
Blackwell, general manager of the 
Spaulding Fibre Company for many 
years and who has been connected with 
the fibre board industry during most of 
his active business life, retired Jan. 1. 

For the present, C. M. Pike, vice- 
president and manager of the fibre 
board mills, will be in charge of fibre 
board sales, co-operating with Spauld- 
ing representatives in the various ter- 
ritories; and S. E. Clow, company trea- 
surer, will manage the plant in which 
counters are made. 

Though retired, Mr. Blackwell will 
continue his interest in the business 
with which he has been so long con- 
nected, having been retained by the 
company to. assist in solving any spe- 
cial problems which may arise in the 
future. 


To Hold Pre-Easter Show 


Des Mornes, Iowa—The Iowa Na- 
tional Shoe Travelers’ Association will 
hold a pre-Easter Show, February 10 
and 11 at the Hotel Fort Des Moines, 
here. Reservations already made indi- 
cate a large attendance. The associa- 
tion plans another showing May 12, 13, 
and 14, to be held at the same hotel. 
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Servicemen Guests at 
Colt-Cromwell Party 





Boston, Mass. —— Twelve servicemen 
guests attended the annual Colt-Crom- 
well Christmas party. The company 
offices at 610 Atiantic Avenue were at- 
tractively decorated into a night club 
atmosphere for the event. Joseph J. 
Asheim, president and treasurer of Colt- 
Cromwell Co., Inc., presented a 14- 
jewel wrist watch to the prize winning 
serviceman, Bos'n 2/c Sulzbach, USN, 
and handsome bonuses to all company 
employees. 

The servicemen were invited through 
the courtesy of the Boston Buddies Club 
where several Colft-Cromwell secretaries 


- serve regularly as hostesses. 








Additions Made to 
Ceiling Prices 

WASHINGTON—Additions up to $1.00 
a pair may be made to the retail ceil- 
ing prices established March 31, 1943, 
for men’s reconditioned used fleece-lined 
flying shoes declared surplus by the 
Army Air Forces, the Office of Price 
Administration announced recently. The 
additions can be made only when the 
Government selling agency receives 
more than 50 cents a pair for the same 
shoes, prior to reconditioning. 

The ceilings established last March 
are $3 a pair, when the shoes have been 
reheeled and resoled to the extent 
necessary to make them waterproof and 
serviceable, free from rips, tears, holes 
or any other defect making them un- 
serviceable; and $5 a pair when, in 
addition to these reconditioning require- 
ments, the leather uppers and fleece 
lining have been cleaned and sterilized. 
























Lt. Col. Llewellyn on 
Terminal Leave 


Cuicaco, Int.—Lt. Col. J. G. Liewel- 
lyn is now on terminal leave prior to 
discharge from the service. He spent 
two years with the Quartermaster 
Corps in Europe and was in charge of 
a large supply depot at Rheims. Colonel 
Llewellyn plans to return to his civil- 
ian occupation of shoe salesman. 
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WOMEN’S 





Ralph Laycock on 


Terminal Leave 


New YorK—Lt. Ralph Laycock, 
USNR, is now on terminal leave after 
being separated from the Navy on De- 





Bengaline Slippers 
Soft Leather Soles 


COLORS: Royal Blue, 
Wine or Light Blue. Sizes 
5 to 9. 
Children's as above, Blue 
or Wine. Sizes |! to 3. 
_ $1.00 per pair 
Immediate Delivery 


LAKESIDE SHOE CO. 
late oan eee 13,0 
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BABY SHOES 
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first steps te 
volume baby sales... 


PRE -WALKERS 


White Elk. Sturdily con- 


structed. Double seamed 
vamp, all-over chrome sole. 


Sizes 1, 2,3, 4. Doz. 815.24 


TRee Company 


411 N. Teath St. « St. Lowis 1, Mo. 
Terms: 5%, 10 days, 30 days net. 














RALPH LAYCOCK 


cember llth, 1945. Lt. Laycock has 
just returned from Okinawa where he 
was Executive Officer for a Navy Mo- 
bile Communications Unit which par- 
ticipated in the initial landing on that 
island. 

Prior to being commissioned in the 

* Navy on April 29th, 1943, Lt. Laycock 

was with the Shoe Price Division of the 
Office of Price Administration, Wash- 
ington. He had previously been manager 
of the men’s shop at Selby’s Fifth Ave- 
nue, merchandising Wright Arch Pre- 
server Shoes, and was secretary of the 
Metropolitan Wright Arch Preserver 
Dealers Association. Before this he was 
assistant manager of Hanan and Son, 
Inc., New York City. 

His father, John Laycock, sales man- 
ager of Sterling Last Corporation, is 
widely known in the trade. 


NESLA Sets Dates for 
Next Boston Show 


Boston, Mass.—The week beginning 
April 8 has been selected by the New 
England Shoe and Leather Association 
for its next Boston Shoe Market Week. 
Reasons for this date, as announced by 
the association, are that it follows by 
three weeks the leather and shoe style 
conference to be held in New York City 
and precedes Easter Sunday by several 
weeks, thus enabling all interested buy- 
ers to attend without conflicting either 
with the New York show or with their 
work in retail stores during the period 
of rush buying. 

“Present plans call for promoting this 
1946 Boston show as the largest ever 
held, exceeding even the great Victory 
Shoe Market Week, held early last 
November in Boston, and which was ac- 
claimed by the trade as one of the most 
outstanding and entertaining shoe 
shows of all times,” according to H. O. 


ll lel dl 


lee 


OO re Or Or re, OP ee ees 


FOOT BATHS 
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Sell Your Customers 


foot care and 
BROWN’'S~—§ comfort at a 50% 
MEBICATED profit. 


FOOT BATHS) weraiis $1.00 per 8-02 


bex. 
Cost $6.00 per doz. 


‘Money back 
guarantee. 


To display it is 
to sell it profitably 


Descriptive folder 
on request 


R. E. BROWN cincsie sca. 


























MEN'S SLIPPERS 
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MEN'S LEATHER SANDALS 


LEATHER SOLES with PLATFORM 
BROWN RUBBER HEELS — Will 
mot mark floors 





Packed 386 
. to 


7-12 


Other Style a Available—Some With 
Wedge Heels 


KANDEL SHOE CO. 
Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 














Rondeau, association president. “Ample 
hotel accommodations are assured for 
both exhibiting shoe manufacturers and 
visiting shoe buyers. Enthusiastic sup- 
port of all New England shoe manu- 
facturers will further assure the suc- 
cess of this show.” 


Hold Cocktail Party 


Los ANGELES, CALIF.—At a cocktail 
party given at the Los Angeles Ath- 
letic Club recently by Mr. and Mrs. 
James R. (Jimmie) Thompson, the fol- 
lowing guests attended: Mr. and Mrs. 
Frederick Kayser; Mr. and Mrs. Harry 
J. Evans; Mr. and Mrs. O. H. Falken- 
stein; Mr. and Mrs. Wm. J. Collat; 
Mr. and Mrs. E. B. Steere; Mr. and 
Mrs. Jack Goddard; Mr. and Mrs. 
Charles Van Arsdale; Mr. and Mrs. 
Paul Kirsh; Mr. and Mrs. Bud Reedy; 
Clarence A. Deane and Mr. and Mrs. 
Harry R. Terhune. 
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SALESMAN-IN-A-SHOE 


The cash register rings up a sure sale when there's a 
stock of shoes made with “Texon” insoles or sock linings 
on hand. For customers are pleased and keep coming in 
with repeat orders! ““Texon” products, made by Du Pont, 
are special elastic-bonded fiber materials with many char- 
acteristics of true leather. 

“TEXON” FOR INSOLES is non-piping (non-wrinkling) - 
resists moisture, scuffing and abrasion. 

#439 is flexible and cushiony « dies out cleanly « holds 
stitches well. #142 (for Stitch-downs) is tough, firm and 
solid ¢ cuts and trimsclean « gives good thread-lastirig. 
“TEXON” FOR SOCK LININGS (#401) is tough and strong 
¢ looks like leather ¢ resists scuffing and abrasion. 

“Texon”* plus United technical sales service is helping to 
solve shoemaking problems! 


Distributed by 


*To the extent of available production 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


January 15, 1946 
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CHILD'S BALLET 
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Made in California 


of 


Manufacturers 
7408 MELROSE 
HOLLYWOOD 46, CALIFORNIA 














R. E. Farnham 
With Gro-Cord 


Lima, O.—Appointment of Rogers E. 
Farnham as New England sales rep- 
resentative of the Gro-Cord Rubber Co., 


ROGERS E. FARNHAM 


here, has been announced by Virgil 
Knisely, vice-president and sales man- 
ager of Gro-Cord. 

Mr. Farnham attended the Univer- 
sity of New Hampshire and has had 
extensive experience in the shoe manu- 
facturing field, including six years with 
the Rice & Hutchins factory and 16 
years as sales representative of U. 8S. 
Rubber Co. During the war he super- 
vised rubber inspectors at Army Quar- 
termaster Depots in Boston and Phil- 
adelphia. 

Mr. Farnham will handle sales of the 
entire Gro-Cord line of composition 
shoe soles and heels to manufacturers, 
repair and rebuilding outlets. 


J. F. McElwain Elects 
Vice-Presidents 


Nasuua, N. H.—The directors of the 
J. F. McElwain Company have an- 
nounced the election of three new vice- 
presidents, all of whom are now direc- 
tors of the company: Francis H. Glea- 
son, manager of the the upper-leather 
division, who will also act in the capac- 
ity of assistant general manager; Rob- 
ert A. Nelson, manager of the manu- 
facturing division; and James C. 
Mackay, manager of the sole-leather 
division. 


Give Wage Increases 


St. Louis, Mo.—Johansen Bros. Shoe 
Co., Inc., has signed a new agreement 
with the Boot and Shoe Workers Union, 
A. F. of L., which will result in payroll 
increases amounting to between $115,- 
000 and $135,000 for the company’s 
800 employees during 1946. 

In addition to an increased minimum 
starting rate and an increase on all 
piece work, the agreement provides for 
continuation of vacations with pay. 
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MEN'S SHOES 
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\\ New York Offices 

508-510 Marbridge Building 
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WORK SHOES 
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ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


© Goodyear Welt Construction 

© Heavy grain leather innersole 

© Full leather midsole 

© "Pancord” no-mark outersole 

© Leather counter—Stock bellows tongue 
© Leather heelpocket and top facing 

© Plump prime elk uppers 

® Reinforced at all points of wear 


$3.85 


12-pr. —; 
any sizes 
wanted. 
6 to 12 

Immediate 
delivery 
208649 


The 
PILOT SHOE CO. 
31 Hopkias Place 
Baltimore 1, Md. 
Honest-made since 1888 
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METAL BINDINGS 
jor your carpets and runners 






















Yoo can't afford to be without the new 

















tas it costs by reducing wear-and-tear on 
Ic is installed in a jiffy, 
with a screwdriver, and 












service. 








DAVE JACKSON 


1334 BEECHVIEW AVE., PITTSBURGH 16, PA. 











THE 


“SPECIAL” 


“The Finest in X-Ray Shoe Fitting Equipment” 





Its exquisite design fills a long felt need for a change 
in appearance. Many merchants have expressed their 
desire for a machine which would not look “out of 
place” in their store. 

P. S.: The “SPECIAL” is offered by M. B. Adrian, who 
designed and built the original machines. He is pleased 
to offer this “improved" machine to the shoe mer- 
chants who want to add x-ray shoe fitting to their 


"Your inquiry will be appreciated" 
M. B. ADRIAN & SONS X-RAY CO. 
“Originator of X-Ray Shoe Fitting’ 
2507 So. Howell Ave. 
Milwaukee 7, Wis. 





The “three way” Special is 
without equal in performance, 
design and beauty. Its exclu- 
sive “SELEKTOR” is the great- 
est improvement ever made in 
x-ray shoe fitting equipment. 


Its lower, roomier, step makes 
it easier, and safer, for your 
customers to have their shoes 
x-ray fitted. 


3117 So. Logan Ave. 
Milwaukee 7, Wis. 
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New York State Meeting 
In February 


RocHESTER, N. Y.—There will be a 
Mid-Winter Meeting of the New York 
State Shoe Retailers’ Association at 
Hotel Syracuse, Syracuse, N. Y., Sun- 
day afternoon, February 10, to be pre- 
ceded by a dinner. This is the first 
meeting ot be held by the association 
since the close of the war, President 
Harry Ehrenpreis said of it: “A mat- 
ter of vital importance to you as a 
shoe retailer will be taken up at this 


Jesse Adler, of New York, will speak 
on “What to Expect in New Styles 
of Men’s Shoes, Now That Style Re- 
strictions Have Been Lifted.” Charles 
E. Knox, of Batavia, is to talk on 
“Merchandising in the Shoe Store of 
a Small Community.” William Pidgeon, 
of Rochester, is to talk on “The End 
of Rationing and Effect It Will Have 
on Retail Shoe Business.” 

President Ehrenpreis will speak on 
“What the New York State Council 
of Small Business Associations Can 
Mean to You as a Shoe Retailer.” He 
will also discuss the new Minimum 
Wage Law as it affects shoe stores. 
He has made a special study of this 
subject. 

Jesse L. Patton, of Schenectady, has 
been invited to speak on “The Possibil- 
ity of Getting More Shoes, and When.” 


Jonuary 15, 1946 





J. S. Protzel Directs Sales 


Of Two Companies 


PROVIDENCE, R. I.—William H. Smith, 
treasurer of the Bristol Manufacturing 
Corporation of Bristol, R. L, and 





J. S. PROTZEL 


Maurice C. Smith & Co., of this city, 
has announced the appointment of J. S. 
Protzel as sales manager of both com- 
panies. 

Mr. Protzel, well known in the rub- 
ber and canvas footwear industry, has 
been connected for the last twenty-two 
years with the Cambridge Rubber Com- 
pany of. Cambridge, Mass. In recent 


years he has been manager of that com- 








pany’s New York office, catering to the 
volume trade in the Eastern part of 
the country. 

His new duties will involve directing 
the national sales of a line of play and 
casual fabric shoes manufactured by 
the Smith company, as well as the 
“Bristolite” line of canvas and water- 
proof footwear made in the Bristol 
plant. 


Open Second Shoe Store 


PHILADELPHIA, Pa.—A second Morty 
Schatz Shoe Store, carrying men’s, 
women’sy-and children’s shoes, has been 
opened by Mr. Schatz in the 4800 block 
of North Broad Street. Display win- 
dows outlined by colored tile lead to 
the center entrance door. The interior 
is seventy feet long, illuminated 
throughout by fluorescent . lighting. 
Walls are in pale blue and show cases 
are backed by light, polished wood. The 
store is being managed by Barney 
Lyhn who has been affiliated with the 
shoe industry for the past twelve 
years. 


To Hold Fall Showing 


PITTSBURGH, Pa.—The Pennsylvania 
Shoe Travelers’ Association will hold 
its Fall 1946 shoe show from May 18 
to 21, at the Willliam Penn Hotel, here, 
according to Joseph Harris, secretary- 
treasurer of the organization. 
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BAREFOOT SANDALS 
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ORDER NOW fer 
Prompt Delivery... 


No. 400 


Barefoot Sandals 


Elk straps, Brown, 
White. Full leather $ 15 
sole. Sizes § % to8. PR. 


OKary Shoe Company 


411 N. Tenth St. « St. Louis 1, Mo. 
Terms: 5%, 10 days, 30 days net. 
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CASUALS BALLET 
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CASUAL BALLET 


The Ballet with the Wedge heel 
The Play Shoe of the Season 





‘o" 
a pr 
2% 10 days, net 30 
F.0.B. Chicage 
Gabardine Ballet with drawstring to 
insure perfect fit. 

California Process — Leather Sole 
COLORS: Black, White, Red, Yellow 
Sizes: 4 to 9 
Packed 36 pr. to case, assorted sizes. 
Minimum orders 18 pr. per color. 
Immediate or future delivery 


WILLIAM COHAN CO. 
— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 
=e 
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About Shoe People 


H. A. Roberts, manager of Chisholm 
Boot shop, Toledo, O., has been elected 
a trustee of the Toledo Retail Mer- 
chants Association for a two-year term. 

* . 7 

Bertram B. Lustig, of Lustig’s, Inc., 
Youngstown, O., has been named a 
member of the executive committee of 
the Youngstown Merchants’ Council, 
which coordinates all activities affecting 
retail merchants in the Youngstown 
area. 

7 * * 

W. E. Newbold, owner of the New- 
bold Bootery, Cincinnati, O., has an- 
nounced incorporation as W. E. New- 
bold, Inc., with capitalization of $15,000. 

* 7 o 

David Merl, shoe man from Chicago, 

now is in complete charge of the Mar- 


DAVID MERL 


vin Shoe Co., which operates a large 
chain of retail shoe stores in Southern 
California. 


* * * 


Jack W. De Camp, who has been as- 
sociated with his father V. J. De Camp 
in the latter’s shoe store in East Lan- 
sing, Mich., will become a partner in 
the firm. .-The name of the store will be 
changed to V..J. De Camp & Son. 


*- * *& 


Howard Bialek, son of “Tommy” 
Bialek, New York representative of A. 
S. Kreider Shoe Company, was married 
recently after his déscharge from the 
Armed Forces to Miss Pearl Jacoby, of 
New York. The couple spent their 
honeymoon in Florida, after which Mr. 
Bialek joined his father in the business. 

Mr. Bialek was in the Army for three 
years, two of which were spent in Italy. 
He was a teletype operator with the 
Signal Corps. 

* ” 7 

Bill Anderson of the Hack Shoe Com- 
pany in Detroit, was feted by the De- 
troit Shoe Retailers at a recent lunch- 
eon meeting, celebrating his 80th 
birthday. Born in Stockholm, Sweden, 
he came to America a full fledged cus- 
tom shoemaker at the age of 15. 


Twenty years ago he retired from the 
retail shoe business at Hyde Park, 
Massachusetts, to join the staff of the 
Hack Shoe Company. 


* * * 


Maj. Leslie A. Claff, who, prior to 
joining the armed forces was in charge 
of the shoe carton factory of M. B,. 
Claff & Sons, Brockton, Mass., has been 
awarded the Croix De Guerre and the 
Silver Star for heroism and for continu- 
ing without regard for his own safety 
in time of battle. 

* * * 


After completing 50 years as a shoe 
merchant in Chardon, O., Glenn L, 
Chapman has retired. He has sold the 
business to Bert Barnum, who has been 
in the store since 1905. 

7 . ” 

Harvey L. Farr, president of Farr 
Bros., which operates shoe stores in 
Allentown, Bethlehem, Easton and 
Reading, Pa., has been elected a director 
of the Allentown Credit Exthange. 


* ” - 


Ernest Steen, who has served one and 
a half years in the European Theatre 
of Operations, has received an honor- 
able discharge. He has been decorated 
with the Purple Heart and one Cluster, 
the Bronze Star Medal, and five Battle 
Stars. Mr. Steen has rejoined Sun 
Shoe Mfg. Ca, as assistant sales mana- 
ger, and in this capacity he is again 
handling the processing of all orders 
and the supervising of the corre 
pondence with customers. 

* = + 


Joseph H. Everston, for many years 
identified with shoe manufacturing inter- 
ests in Wisconsin and the Middle West, 
has purchased the business of the Royal 
Craft Shoe Mfg. Company, Milwaukee. 
The company has been making chil- 
dren’s and misses’ slip-lasted shoes, but 
the new owner is installing new ma- 
chinery for the manufacture of a line 
of casual shoes for teen-age girls. 

* . = 


The Spokane Retail Trade Bureau 
has elected as president for 1946 Otto 
Warn, owner of Warn & Warn’s shoe 
store. Mr. Warn succeeds Frank 
Davidson, manager for Montgomery 
Ward. 

. > * 

Vernon Black, operator of the Colby 
Shoe Shop, Colby, Kans., owned by G. 
W. Gibbs, of Goodland, Kansas, re- 
cently purchased the business and has 
taken full possession. 

7 . * 

Albert Wachenheim, Jr., president of 
the Imperial Shoe Co., New Orleans, 
La., was re-elected for a fourth term as 
treasurer of the New Orleans Associa- 
tion of Commerce at a recent meeting. 

- a 7. 


S. Ellsworth Clow, treasurer of the 
Spaulding Fibre Co., Inc., manufac- 


Boot and Shoe Recorder 





~~ 

ire In“ Order” 
Yes, Mr. Shoe Merchant, it is 
entirely in order to send us 
your order for an X-Ray Shoe 
Fitter at this time. In fact, such 
orders are most welcome... 
as they help us plan produc- 
tion and shipping schedules 
for 1946. By placing your 
order now, you may get 
a new X-Ray Shoe Fitter 
sooner than either you or we 
anticipate at present. 
The situation on parts, materials 
and skilled labor is improving 
steadily. By placing your order 
now, you help us to give you that 


new X-Ray somewhere near the 
time you need it. 


... to be Filled 
in Order — 


Until the present backlog of 
orders is “caught up”, all new 
orders for X-Ray Shoe Fitters 
will continue to be filled in the 
order received. 

That's only fair 

to the hundreds 

of merchants who 

have been waiting 

so patiently for a 

new machine. 


P.S. Remember, a 
limited number of 


Mid-Year Delivery. lé 
you want a DeLuxe, 
an immediate order 


fal ye 
X-RAY 
SHOE FITTER uc. 


3533 NORTH PALMER STREET 


January 15, 1946 


it in the future. 





turers of shoe counters, has been elect- 
ed president of the Rochester, N. -H., 
Community Chest. Robert D. Marsh, 
another executive of the Spaulding 
firm, was renamed as vice-president, 
and Harry M. Norman, manager of the 
local J. C. Penney Co. store, was 
elected a director for two years. 
a > 

Fred Perlberg, vice-president and 
sales manager of Yankee Shoemakers, 
recently covered the country on a 
goodwill trip, according to the com- 
pany’s New York office. Mr. Perlberg 
is introducing a new line of girls’ shoes, 
Yank-Teens, which will be ready for 
Spring delivery. 

. * + 

Earl Bunting, president of the O’Sul- 
livan Rubber Company, Winchester, 
Va., was among 38 new state directors 
elected at the annual meeting in New 
York recently of the National Associa- 
tion of Manufacturers. 

. oa -- 

N. B. Norberg has returned to his 
former post as manager of the shoe de- 
partment of the Montgomery Ward & 
Co. store in Michigan City, Ind. 


John T. McCaughety, formerly an ex- 
ecutive of W. L. Douglas Shoe Co., 
Brockton, and Hamilton-Wade Co., also 
of Brockton, recently celebrated his 
80th birthday at his home at Warren, 
R. I. The occasion brought felicitations 
from his many friends throughout New 
England. 

7 . . 

L. A. Overby, formerly of St. Peters- 
burg, Fla., has purchased the Bills Shoe 
Shop, Gainesville, Fla., from Mrs. Helen 
Barigan. He will assume possession at 
once and operate the business. 

* . ad 


Roy Scott, recently discharged from 
the Army, has purchased the Palms 
Shoe Shop, Cocoa, Fla., from his father, 
J. J. Scott, and will take over its opera- 
tion at once. Roy is an experienced 
shoe repair man, having worked with 
his father before going overseas some 
four years ago. The elder Mr. Scott 
plans to retire. 

” . * 

Lt. James Steele Sanders, son of Ed- 
win J. Sanders of the Crittenden Boot- 
ery, Miami, and Miss Anita Sabiston, 
were married in the Miami Shores 
Community Church recently. Lt. Sand- 
ers has been in active service overseas 
for about two years. 

> > * 

G. H. Jones, formerly of Madison, 
Georgia, has purchased the Kinney Shoe 
Shop in Eatonton, Ga., and will operate 


>-> *,;* 


James R. White, Jr., former employee 
of the Barr & Bloomfield Shoe Co., Sea- 
brook, N. H., and now a ship’s cook, 
third class, in the U. S. Naval Reserve, 
was a member of the crew of the USS 
Seahorse, a submarine credited with 
sinking more than 100,000 tons of 
Japanese shipping. 





200,000 
windows 
(like this) 

can’t be wrong 








It means more profits when customers 
can see what you're selling. That's 
why Transparent Shades are so popu- 
lar. They protect window merchan- 
dise from sun damage yet they do 
away with unsightly awnings and 
canvases. Complete visibility and 
complete protection are assured with 
long-wearing Transparent Sun- 
Absorption Shades. Write today for 


more detailed information. 
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SECC 
Company 
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YOU PLEASE 


your customer who wants a stylish 

to fit feet distorted by 
Bunions and Enlarged Joints by 
using Fischer Bunion Protectors. 


Made of fine strap leather and wool felt 
There is a ready de- 
for Fischer 
Bunion and Enlarged 

Joint Protectors for 

the reason it is con- 

sistently advertised 

in consumer maga- 

zines. 

Ask your Shoe Finders 

Dealer. He will be 

glad to supply you. 
ON THE MARKET FOR OVER 40 YEARS 
THE FISCHER MFG. CO. 











LARGEST SELECTION 
OF TOP GRADE SHOES 


QUALITY SHOES SINCE 1982... 
FROM 16 LEADING ST. LOUIS 
FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 


While in fown “C" Well 


M. K. WEIL SHOE CO. 


1215 WASHINGTON AVE. 
ST. LOUIS 3, MO. 











BARIS SELLS 


from Surplus 
+ er lb fon bean fo tone 
BARIS SHOE CO.., Inc. 
Worth 2-5190-1 
79-81 Reade St., New York 7, M. Y. 











Factory Invoice Must Show Price Rise 





“Double Billing’? Provision Included in New OPA Price Regulation 
Affecting Shoes at Manufacturer’s Level—Retailer 
Must Absorb Increase 


WASHINGTON, D. C.—The formal or- 
der of the Office of Price Administra- 
tion, increasing manufacturers’ ceiling 
prices. for shoes by 4% per cent, an- 
nouncement of which had been expected 
the latter part of December but was 
delayed for about a week, was finally 
issued January 5, effective immediately. 
The order follows closely the forecast 
outlined in an OPA announcement 
November 27 and published in Boor 
AND SHOE RECORDER of December 1 
(page 60). 

Retail shoe prices are not affected 
by the order, which requires both re- 
tailers and wholesalers each to absorb 
a percentage of the manufacturer’s 
price rise. Price increases by individual 
manufacturers are made conditional 
under this order with the manufac- 
turer’s compliance with the “double bill- 
ing” provision, which requires him to 
show, on each invoice, in addition to in- 
formation normally included the per- 
centage and dollar amount of the in- 
crease for each item of footwear. He 
must also call the attention of the pur- 
chaser to the cost-absorption rules to 
be followed when he figures his resale 
price. 

With minor: exceptions, the action 
taken by OPA in issuing this order puts 
into effect the terms discussed with the 
shoe manufacturers’ industry advisory 
committee on Nov. 27, when the forth- 
coming issuance of the ruling was first 
made public. 

These terms are as follows: 

1. All shoe manufacturers’ price 
ceilings in effect on Jan. 5, 1946, are 
increased by 4% per cent except ceil- 


ings established under Section 2 (b) of 
the General Maximum Price Regulation 
where the first delivery of the shoes 
took place after March 31, 1945. 

2. All “2 (b)” prices establishej 
after March 31, 1945, will become in- 
valid on Feb. 19, 1946. Manufacturers 
who wish to continue items priced in 
this way must apply to OPA for a-price 
under the new-model pricing rule, 

8. The new-model pricing rule per- 
mits a manufacturer to use his highest 
March, 1942, price for a similar model, 
increased by 4% per cent. If this 
method cannot be used the manufac- 
turer applies to OPA for a ceiling in 
line with the industry level of prices. 
His application must show his current 
direct costs for the new shoes, the pro- 
posed ceiling price for that shoe, his 
current direct costs for the most com- 
parable shoe, if any, and the ceiling for 
that shoe. 

4. Under the new order, shoes are 
removed entirely from coverage by Sec- 
tions 2b and 3b of GMPR at the manu- 
facturers’ level. However, as indicated 
in Rule 1 above, all price ceilings | pre- 
viously set under these sections will 
remain in force, adjusted by the 4% 
per cent increase. The exception, of 
course, is the ceiling set under Section 
2b after March 31, 1945. 

In another announcement, OPA re- 
vealed that retail prices will remain 
the same on a group of low-cost chil- 
dren’s and infants’ anklets and other 
hosiery for which price increases at the 
manufacturing level were recently au- 
thorized. 





Guild Early Fall Openings 
Changed to March 25th 


New YorK—The advance Fall open- 
ings of The Guild of Better Shoe Manu- 
facturers are to be held the week cf 
March 25 instead of the week of April 
1, as previously reported, it was an- 
nounced by A. H. Bogutz, president of 
the Guild, in order to time the Guild 
opening date closer to the Shoe Mer- 
chandising Coincil being conducted by 
the National Shoe Retailers Associa- 
tion on March 18 and 19. 

This Guild action will enable shoe 
buyers to take in three major shoe and 
leather openings during one trip. The 
Guild openings will follow the NSRA 
meetings which are to be held in con- 
junction with the Tanners’ Show, timed 
for March 18 to 20. It was felt the 
allowance of a week between the NSRA 
function and the original Guild opening 
schedule would prevent many buyers 
from attending both programs. 

“The Guild of Better Shoe Manufac- 


turers is very impressed with the plans 
of the National Shoe Retailers’ Associa- 
tion to conduct its March styles con- 
ference in the form of a clinic,” stated 
Mr. Bogutz. “We of the Guild realize 
the importance of these openings to 
the retailers throughout the country. 
Therefore, we are advancing our early 
Fall dates from the first week in April 
to the week of March 25.” 

Commenting upon the date change, 
L. E. Langston, executive  vice- 
president of the.National Shoe Re- 
tailers’ Association, said, “The action 
of the Guild of Better Shoe Manufac- 
turers in advancing the date one week, 
from April 1 to March 25, is widely 
applauded by the large number of re- 
tailers who want to attend the styles 
conference, the leather show and the 
Guild openings. This action of the 
Guild will make it unnecessary: for @ 
great many retailers to make an extra 
trip. This is another evidence of the 
fine working relationship which exists 
between the various organizations com- 
prising the shoe industry.” 
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Size 14" x 2%" 
6 Doz.—$!.50 
12 Doz— 2.50 


Canadien 
Funds: Add 
10% 
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Great Little Time Savers 
Price Tags with imprinted prices, any selection desired. 
Fall Circular. showing 8 color designs ready July Ist. 


“V"—White easel, border, green stripes, 
Ee = Apher ge Fay? 4 -. Sy - rn 


Merchants’ Service Dept., 209 $. State St., Chicago 4, Illinois 


WHITE KID 
SOFT SOLE 


12 Doz.—$4.25 
24 Doz— 7.00 


Canadian 
Funds: Add 
10% 


ED WHITE 











WASHABLE GLAZED 


JUNIOR 
2207 Chippewa St. Lovis 18, 
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IMMEDIATE OELIVERY 
WE CARRY A FULL LINE OF INFANTS 
SHOES ON THE FLOOR. WRITE OR WIRE 
SHOE COMPANY 
Me- 





Observes 50th Year 
In Shoe Business 


Cuicaco, Int.—Howard J. Enquist, 
located in the Republic Building here, 
has completed fifty years of affiliation 
with the shoe industry. He was first 
employed by the Holden Shoe Company, 
earning fifty cents a day as an errand 
boy. In 1907 he became a manufac- 
turer’s agent and has since represented 
various companies in the trade. 


New Buyers for May Co. 


Los ANGELES, CALIF.—Following the 
resignation of Paul Kirsh who has been 
manager and buyer of all upstairs shoe 
departments in the local May Company 
stores, David May, merchandise man- 
ager, made the following announcement 
of appointments: Al Sherrick is to buy 
the women’s $8.95 and higher grades, 
casuals, slippers and rubber footwear; 
Joseph Setten will buy the Gold Cross 
and Dr. Locke lines and for the Para- 
gon Shop; Miss Thelma Dunlop is to 
buy for the children’s and girls’ sec- 
tions, while Maurice Hurley will buy 
the men’s and boys’. These buyers will 
buy for both local May Company stores. 

As Mr. Kirsh’s resignation is not 
effective until February 1, his future 
plans will be made public later. 
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Ellis Brouwer Returns 


To Store 


MILWAUKEE, Wis.—Ellis Brouwer 
has returned to the S. J. Brouwer Shoe 
Company upon his separation from the 


ELLIS BROUWER 


Armed Forces. He was a First Lieu- 
tenant in the Medical Administrative 
Corps, stationed at Camp Barclay, 
Texas, and Camp Crowder, Missouri. 
Mr. Brouwer has assumed the respon- 
sibility of moving the company to its 
new location at 178 Wisconsin Avenue 


where it will occupy the basement and 
four floors of a modern, ten-story build- 


ing. 


Plan New Shoe Department 


Boston, Mass.—Lamson & Hubbard, 
women’s high-grade clothing store at 
the corner of Boylston and Arlington 
Streets, in the Back Bay district, plans 
to add a shoe department which will 
open some time late in January. High 
style footwear, including play shoes 
and slippers, will be stocked. This will 
be a leased department under the man- 
agement of Ben Berkowitz, formerly 
connected with the shoe department of 
Stern Bros. in New York City. 


Sells Shoe Store 


LAWRENCE, KANs.—Otto A. Fischer, 
who has been in the shoe business here 
for the past 65 years, has retired after 
selling his store to Sam Raffelock of 
Lawrence and and Max Gordon of Kan- 
sas City, Mo. The Fischer store has 
been in continuous operation since 1865 
when it was established by Albert and 
Herman Menger, uncles of Mr. Fischer. 
The latter purchased controlling inter- 
ests in the business in 1902. 

The new owners have announced that 
Leo Agranoff of St. Paul, Minn., will 
manage the store. 
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Party Sandal 


Jewel Toned Nailheads 
of Varied Colors 












#5442 





$2.00 
a pr 
Less 2% 10 days, Net 30, F.0.B. Chicago 


Pajama, cocktail and 

formal evening sandal. 
a 
COLORS: Black, Red and White (for 
tinting). 

SIZES: 4 to 9 (half sizes) 





Packed 36 pr. to case—assorted sizes. 
— orders accepted, I8 pr. per 
color. 


Immediate Delivery 
WILLIAM COHAN CO. 


— Third Floor 
Play Shoes—House Slippers—Sport Shoes 


19 So. Wells St., Chicago 6, Ill. 
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SHOE INSERTS 


Sl eel eli elie hie ed 


SUPERIOR 
FOOT APPLIANCES 








Dealers can now have Foot Ap- 
pliances with that “Custom 
Made” touch. 





No. 1 Grade Calf Leather e 
poe A Seeds Lectane 


Women . - $27.50 dz pr 
Men... + + « + 30,00 dz pr 
years of the most modern Ortho- 
Ee back of SCHENK’'S 
APPLIANC We manufacture a 
coapeee. line of a Aid peumberiée. 


Write for circular and price list. 
A L. SCHENK i Carmeranes 180. 
10248 West 7th Street, Los Angeles 14 

















Obituaries 


C. A. Musselman, Chilton 
Board Chairman, Dies 


PHILADELPHIA, Pa.—C. A. Mussel- 
man, chairman of the board of Chilton 
Co., Inc., publishers of Boor & SHOE 
RECORDER, died January 3 at the Pres- 
byterian Hospital, Philadelphia, after a 
long illness. He was 73 years of age. 

Mr. Musselman served the Chilton 
organization in many official capacities, 
having been secretary and treasurer 
from 1901 until 1923 when he became 
president of the automotive unit. He 
was elected president of the company 
in 1934, retiring from that post in 
June, 1945, to become chairman of the 
board. He was succeeded as president 
by Joseph S. Hildreth. 

Active for many years in both the 
automotive and publishing fields, he 
was a member of the Society of Auto- 
motive Engineers and had served as 
president of the Associated Business 
Papers and as a member of the board 
of the National Publishers Association. 
He was also a member of the Union 
League, the Philadelphia Country Club 
and the Poor Richard Club. 





Bert Custer 


CuHIcAGo, ILL.—Bert Custer, recently 
retired from service with the J. P. 
Smith Shoe Company, died late last 
month at St. Elizabeth’s Hospital after 
a short illness. He was 75. 

Mr. Custer was known extensively in 
the Southwest, having made eighty-one 
trips through that area as a salesman. 
He served for a time as sales manager 
of the company. He is survived by his 
wife Natalia. Interment was at Dan- 
ville, Til. 


Isadore Aaron 


CLARKSBURG, W. Va.—Robert S. 
Aaron has sent word of the passing of 
his father, Isadore Aaron, for over 
forty years a member of the shoe trade. 
He operated a store here from 1916 un- 
til 1939 when he was forced to retire 
because of ill health. 


—_—— 


John A. Johnson 


MANITOWOC, Wis.—John A. Johnson, 
founder of the Johnson Shoe company, 
died at his home recently at the age of 
86. He was a pioneer shoe man in Wis- 
consin having been in the trade since 
1905. 


Jesse P. Goldy 


ASHLAND, OHI0—Jesse P. Goldy, 68, 
died at the Samaritan Hospital recent- 
ly, where he had been a‘patient for a 
month. Funeral services were held at 
the Bear & Denbow Funeral Home. 








Mr. Goldy for several years operat- 
ed the Walk-Over Shoe store in South 
Bend, Ind., asd later represented the 
International Shoe Company in North- 
ern Indiana. He had been residing in 
Ashland since his retirement eight 
years ago. He was a member of the 
Masonic Order of that city. 

He is survived by his widow, Mrs. 
Agnes Goldy; a brother, Carroll, of 
New York City, and a nephew in the 
Navy. 





Mrs. Belle Stewart Creel 


St. Louis, Mo.—Mrs. Belle Stewart 
Creel, 73, wife of Wylie Creel, St. Louis 
shoe manufacturer’s agent and former 
vice-president of Creel, Mauldin and 
Chambers Shoe Co., died here recently. 
Funeral services and burial were in 
Martinsburg, W. Va., where she was 
born. 





Joseph J. Falkner 


BuFrFraLo, N. Y.—Funeral services 
were held recently for Joseph J. Falk- 
ner, 69, who died in Mercy Hospital, 
here. He had been a well-known Buffalo 
retail shoe dealer for over 30 years. 


His place of business was at 773 Seneca - 


Street until ten years ago, when he 
moved to 2298 Seneca Street. At the 
latter place he was in business with his 
two sons, William D. and Robert L. 
Falkner. 

He was a member of the Knights of 
St. John Commandery 252, and the 
Holy Name Society of St. John the 
Evangelist Church. He is survived by 
his widow, Mrs. Laura Hock Falkner, 
three daughters, six sons, a sister and 
four brothers. 


Joel Rosenthal 


CHANUTE, KaNs.—Joel Rosenthal, 62, 
a retired shoe merchant, died recently 
at his home here. He formerly owned 
and operated shoe stores in Portland, 

re., and Everett, Wash. 

He is survived by his widow, a sister, 
and one nephew. 





Emil J. Lindquist 

Sait Lake City, UtaH.—Emil J. 
Lindquist, for 15 years district man- 
ager for the footwear division of the 
Goodrich-Hood Rubber Co., died here 
recently of a heart attack. He retired 
in 1942 after a decade and a half in 
which he covered Utah, Idaho and parts 
of Wyoming and Montana. A native of 
Denver, Colo., Mr. Linquist operated 
his own mercantile business there be- 
fore coming to Salt Lake City, 20 years 
ago. 

Funeral services and burial were con- 
ducted in Denver, Colo. 
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BEN ORLICK 


New Yorx’s Live Wire Josser 
QUALITY LEATHER 
PLAY SHOES! 


California Process 


$9.85 


Net 10 days 






18 or 36 pr. lots 
AT ONCE DELIVERY 
Sizes 4-8 and 5-9 
700 PLASTIC PATENT 
701 RED ELKSKIN 
702 BLUE ELKSKIN 
703 BEIGE ELKSKIN 
704 BROWN SIDE 


134 W. BROADWAY, NEW YORK 





Partnership Changes Name 


New YorkK—The Wavershoe Trim- 
ming Company partnership has 
¢thanged its name to The Rockmore 
Company and has purchased a six-story 
and double basement building at 806- 
808 Broadway, here. The Wavershoe 
Trimming Company, Inc., with factory 
in St. Louis and offices in the New York 
building, will continue as heretofore, 
and is in no way affected by the change 
in name of the partnership. 





October Production 
Shows Gain 


[CONTINUED FROM PAGE 97] 


Output of children’s and misses’ 
shoes amounted to 4,120,982 pairs in 
October, higher than both the Septem- 
tember, 1945, and the October, 1944, 
figures. Total for the ten month period 
Was 46,622,065 pairs, a gain of 21.7 
Per cent over these months in the pre- 
vious year. 

’ Infants’ and babies’ shoe production 
in October reached 2,979,350 pairs, a 
gain over both the September, 1945, 
and the October, 1944, figures. Total 
for the first ten months of 1945 was 
29,358,314 pairs which represents an 

of 22.4 per cent over the same 
months of 1944. 
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Dates to Remember 


Shoe Show, Tri-State Shoe Travelers’ 
Association; Hotel Statler, Buffalo, 


N. Y January 20, 21, 1946 


Shoe Show, Northwestern National Shoe 
Travelers’ Association, St. Paul Hotel, 
St. Paul, Minn. Fe 

Pre-Easter Shoe Show, lowa National 
Shoe Travelers’ Association, Hotel 
Fort Des Moines, Des Moi la. 





February 10, 11, 1946 


Shoe Show, Associated Shoe Travelers, 
Hotel Plankinton, Milwaukee, Wis. 


Joint Style Conference and Leather 
Show, National Shoe Retailers’ As- 
sociation and Tanners’ ‘Council of 
America, Commodore Hotel, New 
York City. 

Allied Shoe Products and Style Exhibit, 
Hotel New Yorker, New York City. 


February 10, 11, 12, 1946 


March 16, 17, 18, 19, 20, 1946 


Advance Fall Openings, Guild of Better 
Shoe Manufacturers, New York City. 


Week of March 25, 1946 


Boston Shoe Market Week, New England 
Shoe and Leather Association, Boston, 
Mass. 

Spring Show, Central States Shoe Trav- 
elers' Association, Muehlebach and 
Phillips Hotels, Kansas City, Mo. 


April 28, 29, 30, 1946 


24th Annual Sales Convention, Indiana 
Shoe Travelers’ Association, Shrine 


Temple, Indianapolis, Ind. May !2, 13, 1946 


lowa National Shoe Travelers Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, lowa. 

Fall Shoe Show, Pennsylvania Shoe Trav- 
elers' Association, William Penn Hotel, 
Pittsburgh, Pa. 

Foot Health Week. 


bruary 2, 3, 4, 1946 


March 18, 19, 1946 


April 8-12, 1946 


May 12, 13, 14, 1946 


May 18, 19, 20, 21, 1946 
May 18-25, 1946 





Harry Lang Superintendent 
Of Royal Craft Shoe Co. 


MILWAUKEE — Harry Lang, for 14 
years associated with the James Shoe 
Mfg. Co., Milwaukee, and for the past 
four years as superintendent, has been 
appointed general superintendent of 
the Royal Craft Shoe Co., 1023 N. 
Water St., Milwaukee, Wis. 

This concern was recently purchased 
by Joe Everston, and is engaged in the 
manufacture of casual footwear for 
teen agers embodying special features 
developed by Everston. 





Modernize Men’s Department 


SEATTLE, WASH.—F rederick and Nel- 
son have modernized the men’s down- 
stairs shoe department and streamlined 
it throughout. The department has been 
moved and is now located at the foot 
of the stairs where it can attract the 
attention of the shoe-minded public. 

The manager, Paul O. Burow, has 
been associated with Frederick and 
Nelson since 1929. Prior to last July 
he was assistant to the manager of the 
shoe department. 

The new downstairs store has walls 
and fixtures of natural mahogany; sev- 
eral mirrors add to its attractiveness. 
The seats are covered with terra cotta 
leather and the carpet is tan with a 
blue figure. 
















Proof from Eastern Shoe Co. ... 


That STYLE and COMFORT 
NEED NOT BE STRANGERS! 


Short vamp ... sling strap... plat- 
form soles ... open toes... in a trim 
pump of jet black suede that feels 
like velour to the fingers . . . that was 
Eastern’s formula for a style leader 
this (next) season. 


Nor could this leading manufac- 
turer see any reason why such foot 
flattery shouldn’t have more than a 
bowing acquaintance with exhila- 
rating comfort. Especially when the 
latter was simply a matter of making 
the insoles of soft, cushioning 
*Spongex. 

The combination is a sheer de- 
light to feminine eyes—and feet. 
Here are youthful, eager lines in a 
street shoe that’s supple as a glove 
...ashoe that literally floats the foot 
on thousands of tiny, airy bubbles 
of lively Spongex. 


Manufacturers who have not yet 
tried Spongex owe it to themselves 
and their customers to learn more 
about this modern material for in- 
soles, heel pads, linings, platforms 
and other parts where stainless, non- 
toxic Spongex is a “natural” for shoe 
comfort. May we send you samples 
and prices? Just write, wire or phone 
Sponge Rubber Products Co., 
111 Derby Place, Shelton, Conn. 
Sales Offices: New York, Chicago, 
Detroit. 

*Trade Mark Reg. U. S. Pat. Off 


Spongex 
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WORK SHOES 





Men’s Steel Toe Safety Shoes 
Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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WESTERN BOOTS 


lili alien t 


GENUINE GOODYEAR WELTS 


$695 


° SOLID COLOR | 


e ALL BLACK or 
°e ALL BROWN 


Solid Leather Soles 
Fancy Stitching 


Ne. 3824 Black — 


Ne. 8825 Brown 
SIZES 5-i2 


ARNOFF SHOE CO.,INC.,101 Duane St.,N.Y.C 


PLAID SHOE LACES 





PLAID SHOE LACES 
. In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 
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PRICE TICKETS 





Great Little Time Savers 


PRICE TICKETS: Size 12” wide, 2%" 
high; prices 25¢ to $12.00. Cardboard 
white, prices black, color designs . . .. 
choice of Green, Blue, Orange, Brown, 
Lavender. Samples on request. 30¢ 
a doz., 6 doz. $1.50, 12 doz. $2.50. 


MERCHANTS SERVICE DEPT. 
#209 S$. State St., Chicago, iil. 

















Barr Joins 
Brust Footwear 


New York—Harry Barr, recently re- 
leased from active service, has joined 
the Brust Footwear Company as direc- 


HARRY BARR 


tor of sales. Mr. Barr has a sales pro- 
motion and advertising background 
with the Underwood-Elliott Fisher 
Company, the Victor Company and the 
Lionel Corporation. He is a graduate 
of New York University. 


West Coast Travelers 
Have Successful Year 


Los ANGELES, CALIF.— Reports of 
committees at the December meeting 
of the West Coast Shoe Travelers’ As- 
sociates showed the association to be 
in a strong financial position with an 
ever-increasing membership. Average 
attendance of the association’s mem- 
bers at regular luncheon meetings was 
76 for the past year; with guests, the 
attendance ranged well over the 100 
mark. 

Dues as of January, 1946, will be 
$12.50 annually, with the members vot- 
ing strongly in favor of remaining a 
part of the National Shoe Travelers’ 
Association. In this connection, it was 
stressed that the local association take 
a really active part in the workings of 
the national group. For the great or- 
ganization work done in taking the al- 
most defunct local association and mak- 
ing it a power in the shoe traveling field 
with well over 200 paid members, the 
association enthusiastically endorsed 
the move to elect Harry J. Evans, now 
president of the W.C.T.A., to the office 
of vice-president of the N.S.T.A. 

President Evans outlined in brief a 
number of ways through which the as- 
sociation will be better able to serve 
the members. Action on these proposals 
will be taken up at a later meeting. 

The following shoe travelers have 
just been elected to membership in the 
W.C.T.A., Jack L. E. Newcomb, La 
Marquise Shoe Co., who is now presi- 
dent of the Indiana Shoe Travelers’ 


Association; E. L. Sikorski, Sbicca of 
California; J. G. Bousten, Phalean Bag 
Co.; Sidney Asher, William Asher Shoe 
Co.; Jack Gilchrist, Florsheim Shoe, 
women’s division; A. S. Pickens, Endi- 
cott-Johnson, and Bruce C. Smith, 
Nunn-Bush Shoe Co. 


Kirsh Guest at Luncheon 


Los ANGELES, CALIF.—Paul Kirsh 
who is retiring as shoe manager for 
The May Co. on February 1, was hon. 
ored guest at a luncheon given by of 
friends in the shoe trade at the Les 
Angeles Athletic Club. Present were 
Jimmie Thompson; George O’Hara, 
Mr. Kirsh’s assistant; Chas. Van Ars 
dale; Bud Reedy; Harry Evans; Clar- 
ence Deane; E. B. Steere; Harry R. 
Terhune and Harry Okee. 


Florsheim Profit 
$1,008,980.82 


Cuicaco, Inu.—The annual financial 
statement of The Florsheim Shoe Com- 
pany disclosed a net profit of $1,008, 
980.82 for 1945. The profit was equiy- 
alent to $2.99 per share on 182,379 
shares of Class A Common Stock and 
$1.49% per share on 309,060 shares of 
Class B Common Stock. The 1944 profit 
was $2.36 per share on 245,470 shares 
of Class A Common Stock and $1.18 
per share on 309,060 shares of Class B 
Common Stock. 


More Footwear Ordered 


By U. S. Army 


Boston, Mass.—The Boston Quar- 
termaster Depot announces that 100,- 
000 pairs of service shoes with com- 
position soles have been added to the 
previously announced schedule of pro- 
curement for the first quarter of 1946. 
Of these, 70,000 pairs are to be made 
by the International Shoe Co., and the 
remainder by the Federal Prison Indus- 
tries at Leavenworth, Kansas. Mis- 
cellaneous footwear purchases, in addi- 
tion to the above, are: 

Cotton Slippers—A. Starensier Co. 
37,500 pairs; and Wellco Shoe Corpora- 
tion, 37,500. 

Low quarter tan shoes—Doyle Shoe 
Co., 6,000 pairs. 

Type IV service shoes—International 
Shoe Co., 480 pairs. 

Orthopedic convalescent .shoes—Con- 
rad Shoe Co., 468 pairs. 


Hayden Heads 
Pennsylvania Travelers 


PirTspuRGH, Pa.—The Pennsylvania 
Shoe Travelers’ Association el 
1946 officers at a recent meeting. The 
new officers are: James D. Hayden, 
president; Jack R. Levy, vice-president; 
and Joseph Harris, secretary-treasure?. 
New directors are George H. Hutchins, 
Lewis Manheim, J. L. Valego, and 
Philip Landish. 
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ALL WOOL 


For Immediate Delivery 


CHARLES SPIEGEL CO., INC. 
411 ESSEX ST., SALEM, MASS. 


Infants'—Children's—Misses'\—Boys’ Shoes and Camp 
Moccasins, Electrified Shearling Slippers in Stock 
GOVERNMENT SURPLUS WORK SHOES, HI-CUTS, RUBBER GOODS 


KNIT GAITERS 


DOUBLE FELT SOLES, FELT 
HEELS. IN BLACK ONLY 





8.9" size6-I2 @ 1.85 
10-11" size b-12 @ 2.00 
15" Hunting Style 2.75 


SHEEPSKIN, LACE PACS 
6-12 @ 1.65 


FELT PADDED SOLE 
GOOD QUALITY 
SLIPPERS 
2-11 @ 95 
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22 Per Cent Ahead 
ri CoLumBus, O.—Total of 25 indepen- 
4 dent retail shoe stores in communities 
| the of all sizes throughout Ohio, with to- 
ins tal sales volume in October, 1945, of 
146 $361,206, reported that sales for that 
on month were 22 per cent ahead of Octo- 
the ber, 1944, according to the monthly sur- 
wn vey of the Bureau of Business Research 
fis- at Ohio State University, Columbus. 
di- The shoe stores said that sales for the 
first ten months of 1945 were 18 per 
‘0, cent ahead of the corresponding period 
ey of 1944, but that sales in October of 
this year dropped 1 per cent from Sep- 
00 tember. 
In the apparel classification, compris- 
ral ing not only the shoe stores but also 
family clothing stores, men’s clothing 
n- stores, and women’s ready-to-wear 
stores, a group of 107 independent retail 
stores, representing October, 1945, sales 
volume of $4,306,451, reported sales in 
October 17 per cent ahead of the same 
month in 1944, and noted a 24 per cent 
, gain in October over September of 1945. 
a Sales in the first 10 months of 1945 
d were 10 per cent ahead of the same pe- 
“ Tiod of 1944. 
- Return of many war veterans was 
: believed responsible for the 31 per cent 
‘ gain in sales in October of 1945 com- 
j pared with the same month last year 





for men’s clothing and furnishings 
Stores. They reported sales in October 
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dormitories at the college, reports said. 





Answers to Boot and Shoe I.Q. 
1. ——_ and the Glass Slipper 


3. The Old Woman Who Lived in a Shoe 

4. Boots and Her Buddies 

5. “Boots and Saddles" 

6. “All God's Chillun Got Shoes” 

7. Puss in Boots 

8. “The Dutch Shoe Mystery" 

9. “Shoes of Happiness” 

“One, two, buckle my shoe" 

11. Leather Stocking Tales {J. Femimore 
Cooper) 

12. “Shoo, Shoo, Baby" [Don't say we 
didn't warn you!) 





were 49 per cent ahead of September 
sales, experiencing the greatest jump in 
volume for the month of all classifica- 
tions. Furniture stores experienced a 
33 per cent gain in October compared 
with September, to rank second in this 
respect. 





Give Donation to 
Endowment Fund 


MANHATTAN, KaNns.—The Stevenson 
Clothing Company, shoe dealers here, 
recently gave a gift of $500 to the 
Kansas State College Endowment Asso- 
ciation, according to President Milton 
S. Eisenhower of the college. The 
money will be used in furthering the 
general purposes of the endowment, in- 
eluding the purchase of land for men’s 


Dale Walter Harris 


Satt Lake Ciry, Utan — Funeral 
services were conducted recently in Salt 
Lake City for Dale Walter Harris, 45, 
former shoe store manager. Mr. Har- 
ris, from 1920 to 1940, managed the 
Christiansen Shoe Co. store, The Keith- 
O’Brien shoe department, the Baker 
Shoe Store and Fashion Bootery, all in 
Salt Lake City. He established his own 
shoe store in Pocatello, Idaho, in 1940, 
but was forced to retire in 1942 because 
of ill health. 

A veteran of World War I, Mr. Har- 
ris was a member of Salt Lake. Post 
No. 2, American Legion and also was a 
member of the Salt Lake Chamber of 
Commerce. 

Survivors include his widow, three 
sons, a daughter, two brothers and a 
sister. 





In New Location 


BINGHAMTON, N. Y.—Charles R. 
Strange, Inc., has moved from 14 
Chenango Street to 95 Court Street. 
Both locations are in the First Na- 
tional Bank Building. In its new loca- 
tion the store is next door to where it 
started business in 1888. It was organ- 
ized in that year as Strange & Skinner 
and is the oldest shoe store in the city. 
Since the death of Charles R. Strange, 
a few years ago, it has been managed 
by his daughter, Mrs. Maxwell Del- 
avan. 
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SALESMEN WANTED 


SALESMEN WANTED 





SIDE LINE SALESMAN WTD, 








NATIONALLY KNOWN 
MANUFACTURING WHOLESALER 


of Slippers, Play Shoes and Casuals 
for Men, Women and Children are 
open for prominent Salesmen for Na- 
tionally Advertised Line with estab- 
lished trade, to call on better types 
of retail stores. 

Men with following, who understand 
specific promotions have possibilities 
of earning big money. We are not in- 
terested in side-line salesmen. The 
following territories are open: 


Ohio, Montana, 
Pennsylvania, —_ Idaho, 
Delaware, Wyoming, 
Maryland. Colorado, 
Texas and Uteh. 
Louisiana. Washington 
Ka and Oregon. 
Missonyi New York and 
Oklahoma, New Jersey. 
Arkansas. California. 
Send full details as to experience. 


Address 868, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











Weare: THREE EXPERIENCE 
SALESMEN to represent 
House in td, Wash City, 
munications held i: 
Dast yy beng in fi . Drawing account. 
Address #869, care Boot & Shoe Recerdon 100 
East 42nd Street, New York 17, N. Y. 





SALESMAN WANTED 


for Popular Priced, General Line of Shoes, Men's, 

Boys’, Women’s, Children’s; also full Line Sandals, 

Playshoes and Rubber Footwear for State of Florida. 

=, & man of the proper character need apply, and 
ould prefer man with following. We have estab- 

lished territory. 

Address 907, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


L'vE WIRE SALESMEN for Progressive 
Wholesaler, carrying Line of 











. Mississippi, Arkansas, 

Please give full ietaile in initial letter, which 

= be kept strictly confidential. Address #895, 

Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


WANTED: SALESMEN, FULL TIME, or 
as Side i. for fast Sli 


particulars. Address #893, care Boot & Shoe 
7 ae 100 East 42nd Street, New York 





SALESMEN | WANTED by Progressive Firm 

to carry Side Line of Men’s, Women’s and 
Children’s Leather Play Shoes. All territories 
open. Wonderful opportunity on commission 
for men of ability with this extensive line. 
Drawing account if ability is proven. Address 
2892. care Boot & Shoe Recorder. 100 East 
42nd Street, New York 17, N. Y. 


SALESMEN: To represent Jobber with Line 

of Men’s Sandals, Slippers, Children’s Moc- 
casins and Sandals. All territories open. 
mission basis. References with application. Ad- 
dress #890, care Boot & Shoe Recorder, 100 
East 42nd Street. New York 17, N. Y. 











Manufacturer of Foot Appliances 


and parts desires side line salesman call. 
ing on retail shoe and shoe repair — 
Liberal commission. State territory, ref. 
erences and experience. 


Address 889, care BOOT & SHOE apogeese 
100 East 42nd Street, New York | . ¥. 











EXPERIENCED SALESMEN WTD 
carry as Sideline popular price 
Men’s, Children Sandals and Casuals. 


:_ New 
Towa, 
care 


Address 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 








SALESMAN WANTED FOR ESTABLISHED 
LINE of medium price Playshoes and Slip- 
vers. California Process; Traveling West i 
ginia. North and South Carolina, Virginia, Ten- 
nessee, Kentucky and Missouri. Address 

care Boot & Shoe Recorder, 100 East 42nd 
Street. New York 17, N. Y. 


SALES REPRESENTATIVE take on 
rh. line, products of 

commissions to experi 
— on Shoe >) 11 Finders, Suppliers. 
Address #884, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








WANTED: SALESMAN WITH LARGE 
FOLLOWING among the retailers to carry 
factory Line of Rubber Footwear. Side line 
only. The following territories are still open: 
Western New York State, Vermont, New Hamp- 
shire. Maine, Connecticut, Ohio, isconsin. 
Address #883, care Boot & Shoe Recorder, 
100 East 42nd Street. New York 17, N. Y. 





SAWomen's to carry complete Line of 
Women’s Children’s Casuals, Playshoes and 
on a 5% ight ounaieen Pay. 

ments made on the Ist and 15th of each month. 

Tearteey open: Pennsylvania, Virginia, North 

d South Carolina. Address #879, care Boot 

x Shoe Recorder, 100 East 42nd Street, New 
Yerk 17, N. Y. 





E,XPERIENCED SHOE SALESMEN for a 
high-grade, general line of Shoee for estab- 
lished territories in Florida, Georgia and other 
eastern States, also New York State and 
Pennsylvania. All replies held in strictest con- 
fidence. Address #876, care Boot & Shoe 
Recseder. 100 East 42nd Street, New York 17. 





WANTED: SALESMAN, FASTEST SELL- 
ING LINE Corrective Shoe Appliances. 
Sundries. Arch Supports in the country. South- 
west territory. Address #900, care Boot & Shoe 
ee 100 East 42nd Street, New York 17, 





SALESMEN WANTED, sideline, Children’s 

Senepoees: children’s and Ladies’ Play- 
shoes. Fast selling line. All territcries. Ad- 
dress #894, care Boot & Shoe Recorder, 100 
East 42nd Street. New York 17, N. Y. 





SALESMAN WANTED for the South to rep- 

resent large Eastern olesaler of Juvenile 
Shoes and Play Shoes. Address #898, care Boot 
& Shoe Recorder. 100 East 42nd Street. New 
York 17. N. Y. 





EXPERIENCED, SINCERE, 
SIDE LINE SALESMEN 


wanted at once to represent long estab- 
lished factory, making in stock Cali- 
fornia constructed Casuals, for following 
territories: 
Florida, Reeth = — 
Carolina, Virginia, Upper 
York State, Pennsylvania; ili- 
nois, Wisconsin, Missouri, Mich- 
igan and Ohio. 


SAMBROS OF HOLLYWOOD 
1440 Broadway, New York City 











SIDELINE SALESMEN to carry a high styled 
Line of Playshoes and Slippers for Michigan, 
Wisconsin, Illinois, Indiana, Maryland and 
ginia. State particulars. Address #878, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





S!DELINE SALESMAN TO CARRY A LINE 
of Playshoes and Slippers for Alabama, South 
Georgia, Florida and Mississippi. Have estab 
lished trade. Give full particulars. Address 
#877. care Boot & Shoe Recorder, 100 East 
42nd Street. New York 17, N. Y. 





SHOE DEPT. WANTED 








Bad Preter | 
West | Chicago—Will buy present 


FREDERICK SHOES 
2613 Joppa Street, Minnegpolis, 
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"HELP WANTED 


LINE WANTED 


FOR LEASE 











2 QUALIFIED FOREMEN 
CAN LOCATE HAPPILY 
AND PERMANENTLY 


of Wemen's 


A STOCK FITTING ROOM 
FOREMAN. 


A FINISHING ROOM FOREMAN. 
Whet the company gives is an ouiest 


rest 
i 
a 
Ht 


° 
£ 


SS 


who are idealistic 


i 
ze 


i 
>. 


yt Street, Chicago 4, lib, 








FACTORY PRODUCTION MAN 


Are you capable of setting up a complete 
department for the manufacture of 
Leather Baby Pre-Welt and Intermedi- 
ate Shoes? A nationally known manu- 
facturer of Woolen Fabric Cradle Shoes 
is growing and needs a production man 
who, on his own, can set up, operate, 
and train people in the making of 
Leather Shoes. We have grown—you 
¢an grow with us. All details in first 
HAHN SHOE MANUFACTURING COMPANY 
M3 North 55th Street, Philadelphia, Pa. 








MODEL CUTTER WANTED 
With experience on Slip-Lasted 
Shoes. Write or wire 


COBBLERS, INC. 
1212 Stanford Avenue, Los Angeles 21, Cal. 














FOR SALE 








METAL SHOE HORNS 


Plated—Silver Finish—Highly polished. 
Packed 1 gross to carton; 12 gross to 
shipping case. 


PRICE $1.25 PER GROSS 
LEE PRODUCTS CO. 
Whitehall St. Atlanta, 











FoR SALE: FAMILY SHOE STORE. Good 
Stock town and ess; also clothing fixtures 
little stock of gentlemen’s furnishings. 
iw i482" Boot ant Shoe ecorer "309 Se: 
an joe Kecorder. 
State Street. Chicago, Ill. 


January 15, 1946 





Complete West Coast Coverage 


for Shoes and Accessories. Sample rooms 
maintained in important centers. We know 
the Shoe Men of the West by their first 
names. Arrange now for present or future 
distribution. 


BLACK & MORRIS, INC. 
805 Haas Building, Los Angeles 14, California 











W DREN'S OR WOMEN’S a=p CHIL- 
re a | S SHOES for Oregon, y 
and M or entire 


eel arranged for established 
line. JOHNNIE WALKER, 4500 N. Albina 
Avenue. Portland. Oregon. 





EXPERIENCED SALESMAN (WAR VET- 
ERAN) wants High-Grade Line of Shoes 
for New York and New Jersey territory —— 


Recorder. 100 East 42nd Street. New York 
17, N. Y. 





POSITIONS WANTED 





ATIENTION: 20 YEARS’ EXPERIENCE, 
Selling. Display, Merchandising. Take com- 
plete charge. Reliable, aggressive, prefer West 
Coast, or Growing Organization. Address 
#896, care Boot & Shoe Recorder, 100 East 
42nd Street. New York 17, N. Y. 





SUCCESSFUL BUYER-MANAGER seeking 
greater opportunity. 15 years’ retail experi- 
ence in Family Shoe and Department Stores. 
Employed veteran, 36. Will invest if neces 
sary. Prefer Wisconsin or vicinity. Asking $60. 
Address #887, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


DESK SPACE WANTED: Manufacturer’s 
representative of Shoe Ornaments wishes to 
share office in Building, only. Ad- 
dress #881. care Boot & Shoe Recorder, 100 
East 42nd Street. New York 17, N. Y. 





WANTED TO PURCHASE 








BETTER GRADE FAMILY 
OR LADIES’ SHOE STORE 


75,000 to $100,000 yearly volume store in 
.8.A. In replying give full particulars re- 
garding volume, inventory at cost; location, 
and lines of merchand’se carried; lease on 
building, and rent. 
Address Bex £809, c/o coer & SHOE papegees 
100 East 42nd Street, New York 17, N. 











ESTABLISHED FAMILY OR LADIES’ 
SHOE STORE in Wisconsin or vicinity. 
Address #886, Care Boot Recorder, 100 
East 42nd Street. New York 17, N.-Y. 





WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
69 READE STREET 


New York City 
Phone BARCLAY 17-7887 











MANAGER OR DEPARTMENT MANAGER 
—young man, thoroughly experienced in 
shoe retailing; ambitious, aggressive, with ex- 
cellent sales record. wishes — as Manager 
of Shoe Store or Departmen Metropolitan 
New York. Excellent Saeainons. y* #899, 
care Boot & Shoe Recorder, 100 East 42nd 
Street. New York. N. Y. 





BUSINESS OPPORTUNITY 


VETERAN. 25. EXPERIENCED, willing to 
invest up to $5,000 in good Shoe Store 





New York 17, N. ¥ 





NEW YORK JOBBER selling Playshoes and 
Slippers has interesting proposition for an 


also oe | merging with another Wholesaler 
-. expansi purposes. ddress #875, care 

Boot & Resceder. 100 East 42nd Street, New 
York 17, N. Y. 





WANTED: PARTNER, with $10,000 for half 

interest in Quality Shoe Store—100% loca- 
tion. North Jersey. #902, care Boot 
& Shoe Recorder. 100 East 42nd Street, New 
York 17, N. Y. 





FOR SALE 








G. |. Air Corps Sheep Lined Zipper 
Boots, G. |. Navy Pea Jackets, Rubber 
Parka Suits, Wool Lined Jackets, Rain- 
coats, Gloves. Wholesale. 


S. J. SMALL COMPANY 
1209 Broedway New York 1, N. ¥. 














FAMILY SHOE STORE in Western part of 
Pennsylvania. Prefer store located in City of 
not less than 20,000. Will pay cash. Private 
party. Address #882, care Boot & Shoe 
oeiet, 100 East 42nd Street, New York 


SHOE STORES 
FOR CASH 
BARSH & CEASAR 


'AMILY SHOE STORE in Southern or Cen- 
tral Illinois. ALLARD'S SHOE SERVICE, 
Christopher, Illinois. 





FAMILY SHOE STORE WANTED: New 
York-New Jersey, Area. sh ready. Replies 
regarded confidential. Address #901, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





SHOE CHAIN, UP TO 12 purrs WANTED 
—IN a ae + CASH. Write: J. 
Kramar, 206 Elmhurst Prospect 
Heights, Ill. 


SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St.. New York 13, MN. Y. } 
FOREMOST SHOS BUYERS SINCE 1906 














FAMILY SHOE STORE WANTED in A-! 

Michigan town. Must be 100% location and: 
doing profitable business. Cash ready. All 
yy hy aay BO ye Private party. 
ae Box #848, Boot and Shoe Recorder, 
209 South State Street, Chicago 4, Ill. 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 


MERCHANTS NEEDS _ 








1215 Washington Avenue—St. Louis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


Central 4898 














CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 








BARIS ) BUYS 


FOR CASH. 
SARIS SHOE CO., Inc. 


Orth 2-5180- 
79-81 Reade St., New York 7, N. Y. 














WE BUY 


> af ooltwear 


WE SELL 


OVER A QUARTER CENTURY 


MOSINGER BROS. 


1235 WASHINGTON AVE. ST. LOUIS 








SELL YOUR ny “ya STOCKS 
KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or complete stccks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and S878 and S878 











SHOE STORES WANTED within 350 miles 

of Chicago—Cash deal at good prices. Ad- 
dress #865, care Boot & Shoe Recorder, 209 
So. State Street, Chicago 4, Ill. 


MERCHANTS’ NEEDS 











STAPLES 


for use in Kiing-Tite No. 3 or Speedmatic 
Machines. Guaranteed eleg-proof. 


COMPANY 


WINDOW ART DISPLAY 
1824 Wi Louis, Mo. 


324 Washington Avenue, St. 








Poy Cup 
for Price Tickets 





Will be available for shipment in 
April, 1946. Order now for early 
delivery. 

M. D. POLLINGER CO. 


Holland Bldg., St. Louis, Mo. 











To Lease Department 


JACKSON, MicH.—The Schiff .Com- 
pany of Columbus, Ohio, will lease the 
shoe department in the basement of the 
new building to be built by Oppen- 
heim’s, Inc., shortly. 
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WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St.. Philadeiphia, 
Phene Lombard 2062 


re 














Will Re-establish Store 
In Manila 

BrocKTON, Mass.—As soon as condi- 
tions permit, the well-known shoe firm 
of C. M. Cotterman Co., Manila, will 
be re-established by Mrs. Nana Butler, 
daughter of the late Mr. Cotterman. 
The business was wiped out during the 
Japanese invasion, and the company 
suffered big loss. The entire family 
was imprisoned by the Japs. Mr. Cot- 
terman survived the hardship of prison 
camp only to pass away after his 
liberation. All members of the family, 
with that exception, received their free- 
dom from prison and have been in this 
country. The family includes Mrs. 
Butler’s daughter and son-in-law, Mr. 
and Mrs. Stewart Raab. 

Mr. Raab recently visited the Walk- 
Over factory in this city, seeking shoes 
for the re-establishment of the busi- 
ness. The company sold this line of 
shoes in Manila for more than 30 
years. 


Frank Vincent, Jr. 


HutcHinson, Kan.—Frank Vincent, 
Jr., who was formerly associated with 
his brothers in the Vincent Shoe Store, 
here, died recently in a hospital in Los 
Angeles, Calif., after an emergency 
operation. He had been living in Cali- 
fornia for several years. 

He is survived by his widow, three 
sisters and two brothers. 











FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 







Roller type device 






$22.50 
-~ \ FOOT COMFORT casils 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
~ Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes whic 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab” 
ric are easily shrunk with 
out harm. 
Special combination offer $32.50 (fluids 
included in above prices). 
Send your order or write for detail information, 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 


Ilals sx.» Ydeas 











NEWSPAPER, ADVERTISING 


it you advertise in newspapers 
write today for free samples of 
1. Sterling Shoe Mat Service 


A quarterly matrix service of carefully 
written copy, photographs and beauti- 


ful art work for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clip- 
ing Service 


staff 


VINCENT EDWARDS & CO. 
World’ advertising service 
> Sa 


342 Madison Avenue, New York City 














Mailing Piece Contains 


Foot Exercises 


BurraLo, N. Y.—Foot Health Centre, 
here, has sent out to its customers & 
mailing piece which describes in clear, _ 
concise fashion seven easily performed — 
exercises for strengthening the feet. Il- > 
lustrations accompany each exercise,” 
so that customers have a visual guide 





in performing these exercises. 


Boot and Shoe Recorder 















